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Imperial Cherry ‘‘Futura” 


Pe 


NE W— 0 ( JHE’, BY ABITIBI 


If your customers paid twice the modest price, they still couldn’t buy better 
paneling than Abitibi wood grain finish IMPERIAL CHERRY PLATE- 
BOARD. This fine new paneling is now available in three luxurious hues — 
Traditional, Futura and Heritage. It is dura-surfaced for lifetime resistance 
to mars, scuffs and scratches. Easy to handle 4’ x 7’ and 4’ x 8’ panels 
go up fast. Modern grooving hides nails and makes perfect butting easy. 
The flat groove bottoms eliminate nail “puckering.” High angle sides 
insure a strong, narrow shadow line. Groove sides and bottom are smooth 
and lacquer-coated for lasting beauty. Imperial Cherry paneling is washable. 
Write us if your Distributor has not already told you the full story about 
this better paneling that’s priced to sell FAST—AT MORE PROFIT. 


” ® Better building products through 
manufactured exclusively by bite , . 
: 7 os research in wood chemistry 


Producers of America’s Finest Hardboard Paneling, Primed Exterior Hardboard 
Siding, Insulation Sheathing, Hardboard Underlayments and Ceiling Tile.- 


ABITIBI CORPORATION e PENOBSCOT BUILDING e DETROIT 26, MICHIGAN 
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AND WHAT MAKES IT THE LOWEST-PRICED, Most DURABLE 
ELECTRICALLY-OPERATED DOOR ON THE MARKET! 


Amazing new design . . . works like a venetian blind. Panels 
lift vertically, gliding quietly and smoothly in separate channels. 
Saves valuable headroom—only 7” required—eliminates over- 
head tracks. Result? Costs 50% less to buy, 66% less to install 
and maintain. 

Get all the facts about Panel-Lift Doors .. . there’s nothing 
else like them on the market. Demand is growing so cash in now. 
Write today for brochure, specifications bulletin and complete in- 
formation. Address Dept. M-508. 





PANEL'LIFT DOOR CORPORATION | 


Wholly-owned Subsidiary of Standard-Toch Industries, Inc. 


1724 CHESTNUT STREET 
Philadelphia 3, Pa. 


(A few restricted wholesale distributorships are still available.) 
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Paneling illustrated is Bruce-PlyWelsh Driftwood Ash, one of 30 species and grades available 


Bruce-PlyWelsh paneling resists damage during installation 
...baked-in Bruce finish won’t chip, crack, or peel 


The patented Bruce baked-in finish helps PlyWelsh paneling build do-it-yourself sales. There is less danger 
of damage during installation, and the handsome finish stays new-looking for years with a minimum of care. 
Color-matched PlyWelsh moldings, stain, and putty sticks make it easy for anyone to do a professional- 
looking paneling job. Write for complete information or contact your Bruce-PlyWelsh distributor. 


Bruce-P lyWelsh PREFINISHED 


HARDWOOD PANELING 


Welsh Plywood Corporation, Subsidiary of E. L. Bruce Co., 1764 Thomas St., Memphis 1, Tenn. 
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COMING IN YOUR MAY 22nd BMM 


* How Hardware Jobber Helps Dealers in Merchandis- 
ing and Inventory Control 

Edward Hines Home Center Heralds A New Selling 
Era—first and complete report on a marketing shift of 
this important retail company. 


“DSC” means Dealer Sales Control, a phrase coined by this 
magazine to focus attention on the most profitable business 
methods used today by dealers and wholesalers. It is one of 
the permanent management principles which guide the edi- 
tors in reporting and interpreting industry trends. 
Controlling the sale at dealer level can stem from land con- 
trol, prefabing, financing, Home Center stores, strong retail 
advertising, installation services, sales of new homes or re- 
modeling packages to builders or consumers. 

DSC means product brands and specifications controlled by 
the dealer. 
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NEWEST DeWALT FOR BUILDERS! 


Portable... Powerful 
__ Value-Packed 


"Kore (=) Mm (02610) 04 


* MODERN WEDGE-LINE STYLING * EYE-EASE GREEN COLOR * EXCLUSIVE TOTALLY-ENCLOSED 
3 H. P. MOTOR * 10° SAW CUTS 3” DEEP, RIPS 25” WIDE * EXCLUSIVE WELDED HANDLES 
* BUILT-IN MOTOR BRAKE STOPS SAW INSTANTLY %* BIG WORK TABLE * MANY OTHER BENEFITS 


This is the greatest value since DeWalt invented radial 
saws in 1922. This 1030K model gives you 50% more 
power than any other 10” radial saw. It runs on 115 or 
230 volts...is easily moved from job to job. Own this 
VALUE-PACKED DEWALT. With it, 
you will build houses faster, easier, bet- 


Z a a -™ ter and at lower costs than ever before! 
GREASE-SHIELDED BEARINGS CUT-OFF SCALE ON FENCE 


roll quietly and smoothly makes ‘‘repeat’’ cuts fast, easy 


DeWALT, Inc., Dept. BM-561, Lancaster, Pa. 
\ Black & Decker svssiviary 


Please send me free 20-page De WALT CATALOG 
Name 


Address— 


SAFETY KEY SWITCH ; DROP-LEAF SAFETY TABLE 
protects you and your workers for panel work (extra) 
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THE EDITORS’ VIEWPOINT 


Good Excuses 


HEN WE TALK ABOUT package merchandising—sales of 

materials for complete buildings on an installed basis, with 
financing and erection arranged by the retailer—some dealers say: 
“That’s good theory. But it won’t work in my town. My customers are 
too accustomed to buying materials separately and handling details of 
financing and erection themselves.” 

Such a dealer should really say: “Selling the package is too difficult. 
We would rather let our customers figure their jobs and come to us 
just for the materials.” 

Other dealers will say: “The trouble is, I cannot obtain salesmen 
who are good enough to sell packages.” Such dealers should really ad- 
mit: “We just don’t want to pay enough money or give enough in- 
centive for salesmen to do a creative selling job for us.” 

Other dealers will claim: “My farmer customers and almost everyone 
buys only on price. They would be suspicious if I tried to sell them a 
package of materials and didn’t give them the price of each 2x4”. What 
these dealers mean is: “I sell on the terms set down by my customers. 
And I’m really too lazy to do anything else.” 

You could probably make up a hundred good excuses such as those 
mentioned above, proving (so you think) that packaged selling is not 
practical for you. 

But the facts are that thousands of retailers have thrown such ex- 
cuses aside and have learned that people want to buy complete build- 
ing packages at a local lumber and building materials company. A 
good example of this is told on page 46 of this issue—the story of how 
a small-town Michigan dealer uses DSC (Dealer Sales Control) with 
real success. It’s not easy—but it is profitable. 

An Iowa wholesaler who provides a great array of dealer services 
for pole-frame farm structures, including financing, told us the other 
day that his company advertises on behalf of dealers. Inquiries from 
farmers are passed along to dealers. 

“The trouble is,” the wholesaler said, “in case after case, weeks 
will follow and the prospect will not even get a phone call from his 
dealer. When we ask what happened to the lead, the answer is us- 
ually, ‘Well, we’ve been too busy.’ ” 

This has happened so often that the wholesaler is seriously con- 
sidering going after the sales direct. If he does, you'll hear the usual 
cries from the dealers about by-passing. 

We all realize that it is a wholesaler’s nature to complain about 
lack of creative selling on the part of the dealer. Some of this can be 
discounted. But more and more wholesalers are getting hurt by ag- 
gressive selling of large cash-and-carry yards and regional prefabrica- 
tors. Every wholesaler who must turn to direct selling becomes an- 
other strong competitor for retailers. It behooves every dealer—for 
his own profit sake—to begin realizing that most of his reasons for not 
selling aggressively and controlling his sales through packages are 
mere excuses. 


* * * 


From Paint to a New Home 


NE OF THE BEST examples of “package selling’ comes from 
Gene Metz, of Metz Lumber Co., Poplar Bluff, Mo., who con- 
verted a paint inquiry into a new home sale. 

“The sad look on this man’s face when he told me about his ‘dirty old 
walls’ indicated to me that he was about ready and would do most any- 
thing to modernize his home,” Metz said. “I suggested furring strips so 
we could attach ceiling tile to brighten his freshly painted walls. His face 
lit up. He brought the Mrs. into the picture and, boy, she was ready. 
Listening to a few of their remarks, I learned this couple owned another 
farm and wanted to build a new home someday. 

“After getting together with these people several times and giving 
them a complete remodeling estimate, 1 gained their confidence. Then | 
suggested that they put the $2,800 remodeling money into a new home 
on the other farm. They did this and I furnished everything that went 
into the home. 

“T am convinced that had I been satisfied with selling this customer a 
few quarts of paint, these folks might still be living in the old farm 
house.” 


—The Editors 








Behind 
Foster’s 
Macks 


are 35 years 
of reliability 


1925 Mack AB Moc'* still handles its share of the workload. 


JI IER’ 
aut iff 


Foster Builders Supply ready-mix fleet comprises eight Mack mixers like this unit. 


Take a 1925 truck that still handles its 
share of the load. Pretty good gauge 
for measuring dependability, wouldn’t 
you say? 

Foster Builders Supply, of Port Huron, 
Mich., thought so. But they tried other 
makes to be sure. The results? A fleet of 
Mack tractors and ready-mix trucks 
that’s as dependable as the 1925 AB 
Model Mack has been. 

Put yourselfin Foster’s place. Wouldn’t 
you be satisfied with a Mack truck—the 


truck that’s even more dependable today 
than it was 35 years ago. Reliability, 
economy and long life —they’re all yours 
in the initial price of a Mack truck. Mack 
Trucks, Inc., Plainfield, New Jersey. 
Mack Trucks of Canada, Ltd., Toronto, 
Ontario. 8155 


MACK joc 


for over 8 straight years 
FIRST NAME FOR 


NO.1 
by far in sales of 
TRUCKS ‘“s5 


Modern B Model Mack is geared to present-day demands and loads. 
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SALES ARE UP FOR MANY DEALERS ALREADY THIS YEAR and the rest of 1961 looks a lot 
better than it did in January. Business is spotty, but employment 
has slumped little or none in many localities and store and yard 
sales have been good in these areas. 


Here are a few examples that have come to our attention. One Indiana 
dealer and one Wisconsin dealer each told us their sales were up 

22% last year. The Indiana dealer, a cash-and-carry operator who 
does consistent advertising, is building a large, new yard, includ- 
ing improved material handling facilities and has learned how to 
meet big-time competition from Wickes by offering slightly better 
prices on unitized packages, slightly higher prices for the low- 
volume buyer. 














The Wisconsin dealer is going strong in components and installed 
package kitchens. He is moving into a brand-new plant to handle 
his expanding component sales. 


Lumberyard sales in Cheyenne and Casper, Wyo. increased 17% for the 
first two months, according to C. E. Johnson, director of revenue 
for Wyoming. These two cities represented about 27% of the total 
sales for the state. They showed sales of $1,593,200 compared with 
$1,228,600 for the corresponding two months a year ago. 








In short, the business picture for most dealers and prefabricators 
is improving. 


U. S. ARMY PLANS TO USE METRIC SYSTEM BY '66. It will change from the yard 
measurement for weapons and related equipment to direct and co- 
ordinate fire. A meter equals 39.37 inches. 


J. W. McCracken, creator of McCracken unit-load system for lumber, 
which is based on mathematics, has advocated a change to metric 
system for lumber measurement. Maybe the change by U. S. Army 
might prompt lumber standards committee of NLMA to study the 
possibilities. 





WILL DEALERS RESPOND TO WOOD PRODUCT PROMOTION by lumber producers? Here is the 
answer. The Parade of Plywood Values campaign by Georgia-Pacific 
Corp. resulted in dealers ordering a million dollars worth of high- 
profit (50% markup) plywood specialties! The standard minimum order 
to get the G-P merchandising program is $1,200 and the average 
retail sales price for this assortment is $1,800. 


MORE BUILT-IN OVENS AND RANGES are distributed through lumber and building 
materials dealers than ever before. For instance, the Modern Maid 
built-in appliance line. Tennessee Stove Works, the manufacturer, 

Turn page for continuation 
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NEW DEVELOPMENTS (begins on page 9) 








states that first quarter shipments of these appliances reached an 
all time high—12% above any previous period. The company expects 
the second quarter to be 35% above the like period last year. 





And the firm's hood shipments are double 1960. Next item on the 
firm's list for dealers: dishwashers. 


ALUMINUM PRODUCERS FORECAST INCREASING SALES TO CONSTRUCTION FIELD. 
In 1955, the average new home contained about 80 pounds of 
aluminum. Currently, the average is about 180 pounds per 
house. Manufacturers predict this will increase to about 300 
pounds per house by 1965. 





Use of aluminum sliding glass doors continues to mount, espe- 
cially in California. One maker says that the industry expects 
to reach 2 million doors annually by 1965. 








Reynolds Metals Co. continues to expand its Aluminum Center 
program among key lumber and building materials dealers. Latest 
Center to open is at the Kansas City plant of A. 0. Thompson 
Homes, a division of Thompson Lumber Co. 





Other new Aluminum Centers were opened last month by the Western 
Cabinet and Millwork Co., Cincinnati, and the Reserve Lumber 
Co., Cleveland. 








One drawback in aluminum product distribution comes from Alcoa. 
The new building products division of Alcoa leans toward dis- 
tribution through specialty contractors. Such a policy will 
alienate the dealers and wholesalers who stock and move most 
building materials to the new home market. Wood product and 
hardboard manufacturers, who maintain full-line dealer distri- 
bution, will take advantage of such tactics on the part of Alcoa. 











WHEN WILL MILL-COATED WOOD SIDING be available in quantity, with paint perform- 
ance guaranteed equal to coated metal siding? Likely answer: 
sooner than you may think. 





Pre=-primed siding is now available. Pressed by competition, West 
Coast lumber manufacturers recently listened intently in 23 seminars 
on more advanced prefinishing, given by Sherwin-Williams paint 


experts. 
And a workshop among paint people and mill executives and tech- 


nicians was just concluded as part of the National Lumber Manu- 
facturers Assn. confab in New Orleans. The wheels are turning. 








If new anchoring and adhesive methods pass final tests, you can 
expect at least one major redwood producer to introduce a pre-coated 
(not just pre-primed) siding late this year. Others will follow. 








MANHATTAN SUBSIDY——One person out of 18 in New York City now lives in public 
housing. When all of currently approved projects are completed, the 
ratio will be one out of 14 citizens. 





"The New York City Housing Authority provides almost 110,000 apart- 
ments for about 430,000 persons," the City Planning Commission 
recently boasted. At whose expense? 
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Order Feather-lite 
and... 











you SELL variety! 


The Feather-lite Line runs deep to satisfy all your 
buyers: Aluminum Combination Doors . . . Screen 
Doors . . . Self-Storing Doors —in Standard or Pre- 
Hung Models. 


you SELL quality! 


All-Extruded Construction (in our own plant)... Full 
l-inch by 2¥%-inch THICK Stiles . . . Wool Pile Weather- 
stripped . . . Full Length Concealed Hinge . . . Drip 
Cap Header . . . Weatherstripped Bottom Expander 
Fits All Standard Size Openings. (and much, much 
more!) 


you SELL price! 


The lowest. You don’t just beat competition. Over- 
night, you ARE the competition! 


you SELL FRESHNESS! 


No “stale” designs to be stuck with. Lightning turn- 
over to your customers (and their customers) never 
gives dust a chance to gather on Feather-lite doors. 


you SELL witn... 
FREE POSTERS, BANNERS, DISPLAY UNITS ! 


Contact Feather-lite to help you SELL even more! 












































GENTLEMEN: 3MM-5-61 
Please rush me the complete details on the doors checked below plus the 
facts on Feather-lite’s merchandising support program. 


(] Standard Combination [) Standard Self-Storing 


Choice territories are still open. Use the coupon to get 
in touch with Feather-lite . . . fast! [] Pre-Hung Combination [] Pre-Hung Self-Storing 


noot TO INSTALLATIONS [ Sereen Doors 
agpo™ \ o S, 
r-l { MY NAME —E 
3 \e ‘ 
Fearn et 
ee ADORESS PHONE NO 


MANUFACTURING CO. a a ee ee - 
11710 CLOVERDALE + DETROIT 4, MICH. + WE 3-0064 (1) | AM A DEALER () | AM A DISTRIBUTOR 
AMERICA'S LEADING MANUFACTURER OF ALUMINUM-COMBINATION-SELF-STORING & SCREEN DOORS 
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The “Second Home” Market: 








VASONITE 


Royalcote, Masonite and Panelgroove are registered trade-marks of Masonite Corporation. 





it’s big, 1t’s profitable 


Here’s what you need 
to get in on it... 


The building of second homes or vacation cabins 
is under way. The market is growing fast. It 
promises to be big—and profitable. It’s an ideal 
source for extra revenue. It makes off-season 
building practical. Construction is simplified; 
costs are kept low. 


And Masonite is promoting second homes 
nationally in ads like the one you see here— 
inviting prospect inquiries for you to follow up. 
These consumers are being impressed 

with the fact that Masonite building products, 
which you handle, are ideal for that 

second home they’re going to build. 


Here are your sketches and plans! 


You can be headquarters for second-home building 
products—and cash in profitably on this rapidly 
growing market. An attractive plan-idea book 
stimulates consumer interest. Eight new plans by 
National Plan Service provide you with 

extra revenue (you make 334% on plan sales). 
Talk to your Masonite representative now or 
write Masonite Corporation, Dept. 678, AB 

Box 777, Chicago 90, Illinois. 


| SECA: 
| HOARD 


hy 


Always build with paneling that features 

this trade-mark. It says this is . 
Masonite hardboard. It’s wood-made- 
better!—made with the “exclusive 6, ® ix 
explosion process” for unequaled 

strength, smoothness and weatherability. 


shows the way! 

















Masonite hardboard sidings like Panelgroove, pictured here and 
used on the cabin opposite, make second homes practical. Easy 
application; no waste, cracks, splits or checks. Vertical grooves 
every 4” or 8’, o.c. 


, 7 Th 
AR N\ 
Inside, too! New prefinished Royalcote cherry grained 
panels in 4’ x 8’ sections make beautiful and lasting interior 
walls. Use a damp cloth and they're clean! Available, too, 
in 16”-wide tongue and grooved planks with clip system. 





Beautiful color ads like 
this are promoting 
second homes to 
consumers through the 
pages of Better Homes 
& Gardens, American 
Home, Living for 

Young Homemakers 
and Sunset. 














This “Teamwork for Profit’” Workshop tackles a major 
employee problem affecting your profits: how to overcome the lag between 
getting things taught and getting things done. This program bridges the 
gap—helps you explain your objectives to employees in a way that brings 
them understanding and a wholehearted desire to make your objectives 
really work. Translated into action, this workshop, in three meetings, does 
these four things: (1) lets employees know what to do, (2) determines who is 
going to do it, (3) informs them how you intend to control the doing, and 
(4) interests them in your mutual success. The workshop program is ready 
now, complete with meeting guides, posters, charts, booklets, to help you 
plan and conduct your meetings. To get this teamwork going for you... 
get the free guidebook that tells you how easy it is to conduct teamwork 
meetings! See your U.S.G, representative, or MAIL THE COUPON TODAY! 


~ New 
Employee 


Workshop = Sn" 
helps you build 7 
a profit-making | 
team! J 








rs’ 


UNITED STATES GYPSUM 


The greatest name in building 


UNITED STATES GYPSUM, Dept. BMM-11 
300 W. Adams St., Chicago 6, Ill. 


Sounds good to me! Please rush-mail my ‘‘Team- 
work for Profit’’ Guidebook right away! 


0 Seat 

a, 

Firm Name____ 

I i a a 


ne... ae 
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U.S. Testing Co. report 
proves ||: 1) Multi-Port 
withstands 40 Ibs. per 

ToL UF-|c-m cele) mm (ey-lellalep 








You see here an actual photograph of the H/D Multi- 
Port 40-lb. load model getting the works in a test 
conducted by the U.S. Testing Co. It is the only car- 
port that has weathered this severe work-out, so you 
can be sure it won’t come down, or let your reputation 
down, the next rough winter. 

Other Multi-Ports, with 10 and 20 lb./sq. ft. loading, 
are available in both free-standing and wall-attached 
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models for both carports and patios. Sizes 10’ x 20’, 
12' x 20’ and 10’ x 16’. 

In all models, the all-aluminum roof has been fin- 
ished with a 4-stage painting process that includes two 
coats of baked enamel. 

Write on your letterhead for full information to 
Bridgeport Brass Company, Hunter Douglas Division, 
30 Grand Street, Bridgeport 2, Conn. 


Circle No. 25 on Handy Cover Card 





The vast new housing of the nation is populated with 


families who need to buy 


a White ! 


Trinity White has been advertised continuously since 1941. 
Regular advertising appears in the leading architectural 
magazines and those read by masons, plasterers, contractors 
and other segments of the building red 


Along with the zooming sales of boats, barbecue equipment and sport 
clothing, the sale of Trinity White portland cement has doubled and re- 
doubled in the last few years. The list of items at the right shows why. 

Small-ticket sales of Trinity White have skyrocketed as new 
homes have sprouted. Here are homes by the million headed by 
rugged, strong young men who are anxious to build and improve for 
their families’ enjoyment. And a population “explosion” scheduled 
for the 1960's with the war-baby crop at the family-formation age! 

And the big-ticket sales to contractors and tonnage buyers mounts 
year by year. Last year Trinity White was used on many of the 
country’s most publicized and spectacular structures. 

White cement is no longer a “specialty item.” It is in regular 
and growing demand. For further information, write Trinity White De- 
partment, General Portland Cement Co., 111 W. Monroe St., Chicago 3. 


Trin by White tani 


A product of GENERAL PORTLAND CEMENT COMPANY 
Chicago ° Fort Worth + 


Fredonia Kansas «+ Miami + 


Houston 
Los Angeles 


Chattonooga . Dollas . 


Jackson, Michigan + Tampa + 
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STEPPING 


STONES 


A cinch to make. And do they dress up the 
place! Householders have several styles to 
choose from—angular or irregular shapes; 
use wood or turf as form. 





GARDEN 


POOLS 


Gives a focal point to yard or garden. 
Raise aquatic plants, fish; attract birds. Very 
popular. A do-it-yourself project that will 
interest many families. 





BENCHES & 


SEATS 


Suggest a straight or curved bench. Other 
attractive yard items that will move Trinity 
White stock are birdbaths, sundials, flower 
boxes. 





DECORATIVE 


FENCES 


Beautiful garden walls and decorative 
screens can be built with units made of 
Trinity White. One sells others. Trinity is a 
true portland cement. 





EASY-TO-BUILD 


STEPS 


White steps are attractive to the eye. Easily 
seen at night because of high light-reflec- 
tion. Your cement contractors will create new 
work with Trinity White. 





FOR OUTDOOR LIVING 


PATIOS 


Your family trade can build themselves won- 
derful patios for entertaining, barbecueing 
and summertime enjoyment. Where color is 
desired, Trinity tints beautifully. 





BEST FOR SETTING 


TILE 


Your building contractor trade who hove 
ceramic tile to set need a prepared tile 
grout made of Trinity White. 





GAME 


COURTS 


TERRAZZO 


FLOORS 


Shuffle board courts are within the ability 
of most home owners. Use Trinity White 


topping. 


The best floor money can buy. For all 
public buildings. Experienced Terrazzo 
contractors can install anideal floor for family 
room, kitchens, baths, etc. 





POOLS FOR 


Here is ac market—both public and residen- 
tial—that has been growing remarkably 
fast. Trinity White advertises regularly to 
swimming pool contractors. 





CURTAIN 


WALLS 


Curtain walls and facing panels made with 
Trinity White are both decorative and func- 
tional for new construction or remodeling— 
large and small. 





PORTLAND CEMENT 


STUCCO 


While Trinity recommends the use of a pre- 
pared “stucco mix" wherever possible, you 
will still get calls from contractors wishing to 
mix their own. 
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SAFETY 


ITEMS 


Trinity White's light reflection is useful in 
traffic control, including light-reflecting curbs, 
dividers, barriers, markers, and similar items. 
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NO OTHER CAULK 
MEETS ALL THESE DEMANDS 
OF ALUMINUM SIDING 


¢ SUPER-ADHESIVE 


CALBAR goes on smoothly, easily, quickly 
. . Stays on years longer than ordinary 
caulk. 


 SUPER-ELASTICIZED 


Takes extreme expansion of blistering sum- 
mer sun or severe contractions of freezing 
winter weather. 


+ NON-SAGGING 


Will not run, sag or: stain, even when 


_ the special caulk for 
~ ALUMINUM SIDING 





























Why settle for second best, when CALBAR 
is the one caulking compound specifically 
designed, formulated and field-tested for alu- 
minum siding. It goes on better, stays on better, 


eliminates costly call-backs because it does 
. the sealing jo. on aluminurn siding it is sup- 


posed to do... a result of more than 40 


years experience and know-how in the industry. 


Match ANY siding color 


Available in all colors to match every aluminum 
siding on the market, including a truly brilliant 
white. 


See for all CALBAR quality preducts ite for details. 
We Sita hand-operated aoe codaaiond use; also pe 
pressure guns as illustrated. 


CALBAR, inc. 


PHILADELPHIA 25, PA. 


Manufacturers of Technical Products for over 40 years 


applied to hottest aluminum surfaces. 


¢NON FADING 


Colors are matched to perfection to every 
siding color on the market. And colors stay 
strong without fading or streaking. 
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SINGLE + DOUBLE-HUNG + SLIDING 
NDOWS 











DEPENG 
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PEND: 
1S en first name! 


ENDABLE FOR QUALITY OF PRODUCT 
{DABLE FOR SERVICE AND DELIVERY 
IDABLE FOR CONTINUITY OF OPERATIONS 


Listen to the way our customers talk about “Dependable” Cupples and 
you’d almost think ‘““Dependable” was our first name. And well it might 
be, for builders and dealers alike have found Cupples aluminum windows 
and doors dependable in every way. Dependable in quality — well de- 
signed, embodying all the latest improvements, and precision made to 
assure trouble-free operating efficiency and elimination of costly callbacks. 


Dependable, too, is Cupples service and delivery that gets your windows 
to you on time, when you need them, delivered from nearby warehouse 
stocks. 

Perhaps, most important to many builders is the fact that Cupples — a 
division of ALCOA—is in this business to stay. And what’s more, Cupples 
will always stand behind its products. 

Because Cupples windows and sliding glass doors are produced in 
modern, efficient plants on fully automated equipment they are priced 
to meet and beat most competition. 

If dependability of product, of service, of continuity of operation, and 
true competitive prices will simplify your building problems, ask your 
dealer for Cupples windows (double-hung, single-hung, sliding) and 
sliding glass doors. Write today for complete information and copy of 
our latest catalog. Address Dept. BMM-S5! 


CUPPLES PRODUCTS CORPORATION 
‘A DIVISION OF ALUMINUM COMPANY OF AMERICA 
2650 SO. HANLEY ROAD - ST. LOUIS 17, MO. 


ALCOA 


A CUPPLES PRODUCTS DIVISION 
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SAVE ON PRICE 
THE DAY YOU BUY! 


SAVE ON GAS AND 
TIRES EVERY DAY! 














Beginning with a price* that’s below all com- 
parable leading makes, Ford Styleside Pickups 
are especially designed to cut daily operating 
costs. Economical Ford Sixes, in certified 
tests with other makes over a three-year 
span, delivered outstanding gas mileage. 

Tire replacement expense is less, too, with 
Ford’s true truck suspension. Certified tests 
prove that the front tires on Ford 1 -tonners 
last up to twice as long as those on other 
makes with car-type suspensions. And Ford’s 
new longer wheelbase, new springs, and new 
cab construction provide a major advance in 
easy-riding comfort. 

In addition to price, gas and tire savings, 
Ford’s heavy-duty construction gives new 
freedom from nuisance problems. Ford pick- 
ups are built to stay on the job. . . out of the 
shop. So for a rugged truck that’s made to 
tackle any pickup job, see your Ford Dealer. 
And when you do, ask him about the many 
heavy-duty options that can mean extra job- 
fitting economy in your construction work. 
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F-100 STYLESIDE PICKUP gives greater durability. New, one-piece 
cab-body design, and new huskier frame. New, wider tailgate for 
easier loading has snap-lock latches to save time. Max. GVW: 5,000 Ib. 


Heavy-duty options include 11-inch clutch, 
oversize tires, and extra-capacity springs. 
Choice of 5 transmissions includes four- 
speed, overdrive and Fordomatic. 

Six or V-8 power to fit your need. Ford’s 
famous gas-saving Six, or the world’s most 
popular truck V-8. 


*Based on a comparison of latest available manufacturers’ 
suggested retail prices 





F-250 FLARESIDE PICKUP has rolled-edge flareboards 
and running boards between the cab and rear fender 
for special side unloading work. Styleside Pickup, 
7'4-ft. Stake, Chassis-Cab, Chassis-Cowl, or Chassis- 
Windshield models also available. Max. GVW: 7,400 Ib. 
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F-350 CHASSIS-CAB WITH DUAL REARS (9-ft. Stake body shown) 
has a man-size maximum GVW of 9,800 Ib. This hard-working, 
versatile 132-in. wheelbase model features low loading height and 
the flotation of dual tires at a price much below 1'4-ton trucks. 
Also available with single tires and big 9-ft. Styleside or Flareside 
Pickup bodies. 


fale QF ew ml @ i G 
FORD TRUCKS COST LESS jf 
WU 5 fhen ihe Sad Tac’? 4 


I 
SEE YOUR FORD DEALER'S “CERTIFIED ECONOMY BOOK” FOR PROOF! © 


G~ Gp 
FORD DIVISION, Tord Motor Company, 
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> 
The “12-PACK”, in both a — : 
quarts and pints, means smaller z TY oti 
inventory, faster ae 4 \ \\ Big bee * 
"ecmenveg in } 
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QUALITY SALES AIDS 


at no cost to you. 


= 








Guaranteed to meet all 


FEDERAL SPECIFICATIONS. 











100% PURE 
Raw Linseed Oil... best 
where Raw is required. 
A must when prescribed 
by veterinarians. 








to profitable 
linseed oil 


*Let Bob Andler, 
Trade Sales Manager, 
fill YOU in 

on all the details. 


; NEW PACKAGE 
S ‘design PLUS reverse color 


scheme gives you better 


ee shelf appearance, easier 


* identification. 


Available in refinery sealed containers 
5 gal., 1 gal., quarts and pints. 


the coupon below 
right away 


Spencer Kellogg and Sons, Inc. 
Dept. BM-5, Buffalo 5, New York. 
Please send me Spencer Kellogg sales aids plus 


information on your complete merchandising program 
to increase linseed oil sales. 


NATIONWIDE _ ae 
DISTRIBUTION — PE 
% 
Se 


wherever you are. 


City State 
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2"bell-ringers @y 
for your Spring suesees" 


sturdy and extra-long lasting! The fence 
features tension curves and hinge joints; 


& 
, the barbed wire comes in 9 styles with 
i 0 sharp, well-formed, evenly-spaced barbs; 
@ the steel posts come in three styles made 


from new billet steel. 


There is always demand for familiar brands like USS Ameri- 
can and USS Cyclone. Be sure to stock up now. Be sure to 
display these sure sellers where your customers will see 
them. For prices and fast delivery, phone your nearest 
American Steel & Wire sales office, or write American Steel 
& Wire, 614 Superior Avenue, N.W., Cleveland 13, Ohio. 


American Merchant Quality 


Wire—a fine grade of annealed and gal- 
vanized wire designed for general use on 
the farm or industry. Available in 100-Ib. 
bundles—alsoin5-, 10-,25- and 50-Ib. coils. 


American Diamond Lawn 


Fence provides an attractive, decora- 
tive touch to yards, yet is truly economical 
because of long service life. Comes in 10- 
rod rolls. Heights run from 18” up to 108”. 


a 
(+ \/ DV MKD 
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Cyclone “Red Tag” Lawn Fence 
and Gates in a variety of heights and 


styles, in woven, as well as the new and 
attractive crimped welded construction. 
Both protect and beautify property. 


~ pra Sao S35 = — 


Cyclone “Red Tag” Flower 
Bed Border gives a yard a neat, well- 
kept look. Available in both Woven and 
Welded styles. Easy to erect—either with 
wood or steel stakes... or by pushing its 
pickets into the ground. Comes in 100-ft. 
rolls and three practical heights. 


American Nails of every type, size 
and shape are now available in attractive 
1-, 5- and 10-lb. carry-size packages for 
do-it-yourself buyers, and a sturdy 50-lb. 
carton for your carpentry trade. 
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Cyclone “Red Tag” Hardware 


Cloth with its welded selvage has many 
uses around the home and farm. Contrac- 
tors, too, buy it in quantity! 


American Welded Utility Fabric 


is ideal for poultry floors, bins, battery 
fronts, and various other types of en- 
closures for poultry and small animals. 


er eantas’ 
FSA 
\ Ries 
i) 


American Hextraline Poultry 


Netting offers extra strength and extra 
value because it has the additional rein- 
forcement of extra horizontal wires. Can 
be stretched taut without distortion. Un- 
rolls flat—never buckles. Does not need 
top or bottom boards. Easy to erect. 
Stays neat. 


Cyclone ‘Red Tag” Insect 
Wire Screening its uniform mesh 


and improved multiple selvage insure 
snug, flat fit. Available in both steel and 
aluminum and in all standard widths 
and specifications. 


American Welded Wire Fabric 


This time of year, your customers will 
find plenty of opportunities to reinforce 
their concrete work with welded wire 
fabric. Put in a good stock and make 
extra money! Available in a variety of 
styles, lengths and widths. /t's the same 
fine product contractors use! 








on iP. 


USS StormSeal Galvanized 
Roofing and Siding Sheets 


combine structural strength with pleasing 
architectural appearance. StormSeal's 
leakproof features include twin drains, 
flat nailing seam and triple cross end 
crimps. Strong enough to be used on 
open-siat purlins. 


USS, American, Hextraline, StormSea/, and Cyclone are registered trademarks 


American Steel & Wire 


Division of 


United States Steel 


Columbia-Geneva Stee! Division, San Francisco, Pacific Coast Distributors 
Tennessee Coal & Iron Division, Fairfield, Ala., Southern Distributors 
United States Steel Export Company, Distributors Abroad 
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HERE'S WHY 
T'S A GOOD IDEA 
TO GET A CHEVY 


you'll get the right pickup . . . because each is engineered to the highest standards . . . because Chevy’s 
rugged, smooth-riding build lasts longer, costs you less to own and keeps your profits at peak levels. 
Chances are, whatever you consider most important, you’ll find Chevrolet has thought of it first, 
and done most about it. Whether you get a handsome Fleetside or handy Stepside model (or possibly 
a Corvair 95 Rampside or Loadside or one of a half-dozen four-wheel-drives) you’ll soon be convinced 
that buying a Chevy pickup was the best idea you ever had! 


ECONOMY 


The Chevrolet slant on economy 
makes the most sense of all, with 
the tight-fisted 235-cubic-inch 
Thriftmaster 6 (standard) leading 
the way. It’s the most experienced 
money-saver going, one that’s 
powered more payloads than any 
other engine in the business. It’s 
famous for its stingy way with a 
gallon of gas and also for its rock- 
ribbed durability. It keeps your 
Chevy at work, making money, 
instead of in the repair shop, cost- 
ing. And if you prefer the extra 
snap of V8 power, there’s the eager, 
efficient Trademaster V8, 160- 
horsepower strong and available at 
nominal extra cost in all conven- 
tional pickup models. 


CAPACITY 


Chevy pickup bodies—64, 8 or 9 
feet long—are tops in cargo capacity 
and convenience, with a long list of 
bonus-built features to keep them 
working better and looking their 
best from delivery to trade-in. Both 
Fleetside and Stepside models fea- 
ture select wood floors for better 
footing and quieter going, with steel 
skid strips to ease loading and 
unloading. Extra strong grain-tight 
tailgates with anti-rattle latches and 
support chains minimize bulk cargo 
leakage and offer firm support for 
extra-long loads. Fleetside body side- 
walls are double-walled in the lower 
section, for extra rigidity and pro- 
tection of exterior surfaces against 
dents caused by shifting cargo. 


PROFIT- 

toto kk 

PROTECTING RIDE 

All of Chevrolet’s 2-wheel-drive 
pickups feature years-ahead Inde- 
pendent Front Suspension design, 
with ride, roadability and rugged- 
ness that are paying off for truckers 
everywhere. The reduction in driv- 
ing effort and fatigue that makes a 
bigger day’s work come easy is just 
one part of the three-way Chevy 
payoff. The same shock-cushioning 
action protects your cargo against 
damage en route, and also protects 
the truck itself against the bumps 
that can batter the life out of 
cab, body and chassis components. 
Sounds too good? . . . sample it for 
yourself at your Chevy dealer’s, 
soon! . . . Chevrolet Division of 
General Motors, Detroit 2, Mich. 


1961 CHEVROLET STURDI-BILT TRUCKS <ZZiaeram 


May 8, 1961, BUILDING MATERIALS MERCHANDISER (American Lumberman) 


Circle No. 15 on Handy Cover Card 





THIS I$ THE SHEATHING THAT INSULATES 
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That's the difference between one sheathing material and another. 
Insulation board is the one that insulates. In fact, insulation board 
sheathing meets F.H.A. minimum requirements without supplementary 
wall insulation. 

Now the Insulation Board Institute has established a precise rating sys- 
tem (see chart). Soon these ratings will be stamped on every sheet manu- 


factured by our fourteen member firms. Watch for the “IBI Rated”’ seal. 

Got time for three fast facts? (1) Insulation board sheathing is strong— 
up to five times as strong as horizontal lumber sheathing! (2) Insulation 
board requires 50% less labor than lumber sheathing—and involves at 
least 10% less waste. (3) Insulation board weighs less than half as much 
as gypsum sheathing. 





HEAT RESISTANCE RATINGS (R) 
1B! RATED INSULATION BOARD SHEATHING (25/32 IN.) | R 2.06 
181 RATED INSULATION BOARD SHEATHING (1/2 IN.) | R 
| GYPSUM (1/2 IN.) 
[ PLYWOOD (5/16 IN.) 


Write for the new booklet, ‘‘How to Save with Sheathing.” 


1B| INSULATION BOARD INSTITUTE 


111 West Washington St., Chicago 2, lilinois 


Building 
Materials 


MERCHANDISER 


Headlines at Presstime 





IBI Sets Insulating Ratings 
For Fiberboard Sheathing 


CuicaGo—T he Insulation Board 
Institute has established rated insu- 
lating values for fiberboard sheathing. 

Charles M. Gray, IBI manager, said 
surface-to-surface heat resistance val- 
ues (R-values) have been set at R 
2.06 for 25/32-in. insulation board 
sheathing and at R 1.32 for '%-in. 
fiberboard sheathing. He said the 
IBI rating program marks the first 
time that a sheathing material has 
been rated for its insulating value by 
a trade group. 

Starting this month, the 14 IBI 
member companies (which account 
for 95% of all insulation board pro- 
duction) will begin stamping the “IBI 
Rated Seal” on their sheets of regu- 
lar fiberboard sheathing. The seal it- 
self will contain the IBI %-value 
rating for the two thicknesses. 

Gray said the purpose of the new 
IBI rating program is to focus at- 
tention of building materials dealers 
and others concerned with quality 
housing on the insulating superiority 
of insulation board sheathing. The 
rating program also will enable deal- 
ers, builders and heating equipment 
suppliers to more conveniently calcu- 
late the heat resistance factors for 
walls of their homes. 

Gray reported that from 1949 to 
1959 sales of insulation board sheath- 
ing soared 307%. 

“According to the best estimates 
available to the IBI today on homes 
built with sidewall sheathing, approxi- 
mately 45%. use insulation board 


HEAT RESISTANCE (R) VALUE 
COMPARISON CHART 
According to Robert A. LaCosse, 
technical director, Insulation Board In- 
stitute, here are the heat resistance (R) 
value comparisons* for sheathing prod- 
ucts: 
IBI Rated Insulation Board 
Sheathing (25/32-inch) ...R 
IBI Rated Insulation Board 
Sheathing (2-inch) R 1.32 
Lumber (Nom. 1-inch) R 0.98 
Gypsum (%-inch) . R 0.45 
Plywood (5/ 16-inch) R 0.39 
*Source, “ASHR&AE Guide.” (American 


Society of Heating, Refrigeration and Air- 
Conditioning Engineers Guide) 


2.06 


30 


a 


, Bless . 


IBI ‘RATED SEAL’, which shows the heat 
resistance (R) value rating of fiberboard 
sheathing, soon will be appearing on 
sheathing products made by 14 different 
companies. Above seal and rating is for 
25/32-inch insulation board sheathing. 
Rating of R 1.32 will appear on -inch 
fiberboard sheathing. 


sheathing, 30% use lumber sheathing, 
13% use gypsum sheathing, 10% use 
plywood sheathing and 2% use other 
sheathing materials,” he said. 

Sales figures for insulation board 
sheathing make it apparent that most 
dealers are aware of the insulating 
superiority and other advantages of 
fiberboard sheathing, according to 
Gray. However, in view of the in- 
creasing importance of adequate home 
insulation and the thousands of new 
builders who enter the construction 
industry each year, the IBI decided 
to reemphasize the insulation qualities 
of fiberboard sheathing through the 
rating program. 

Fiberboard sheathing is made from 
natural wood or cane fibers. The 
fibrous composition creates millions of 
dead-air spaces within each square 
foot of the board which keep expen- 
sive heat inside in the winter and an- 
noying heat outside in the summer. 

Insulation Board Institute member 
companies, who are cooperating in 
the IBI Rating program for sheathing 
are: Abitibi Corp.; Armstrong Cork 
Co.; Barrett Div., Allied Chemical 
Corp.; The Celotex Corp.; Certain-teed 
Products Corp.; The Flintkote Co.; 
Insulite Div.. M & O Paper Co.; 
Johns-Manville Sales Corp.; Kaiser 
Gypsum Co.; National Gypsum Co.; 
Pioneer Div., The Flintkote Co.; 
Simpson Logging Co.; United States 
Gypsum Co., Wood Conversion Co. 


New NRLDA Committees 

WASHINGTON, D. C.—National 
Retail Lumber Dealers Assn. presi- 
dent Winfield B. Oldham announced 
the appointment of three important 
national committees to work on prob- 
lems faced by NRLDA members. 

Chairman of the Committee on La- 
bor Relations is Joseph Fitzgerald of 
the Edward Hines Lumber Co., Chi- 
cago. Others serving on the commit- 
tee are: Frank Blaisdell, F. F. Blais- 
dell, Inc., Red Bank, N. J.; Harry W. 
Frey, Frey Bros. Lumber Co., Mich- 
igan City, Ind.; William E. Wolfe, 
Palmetier & Abell Lumber Co., Wau- 
kesha, Wis. and Whitney Harris, New 
York Lumber Trade Assn., New York 
Cit 

The Materials Handling Committee 
will be headed by Stuart S. Caves, 
Stuart S. Caves, Inc., Honeoye Falls, 
N. Y., assisted by: B. J. Stahlman, 
Stahlman Lumber Co., Houston; 
Frank Hankins, H. H. Hankins & 
Brother, Bridgeton, N. J.; Wendell 
Scott, Progress Lumber Co., Redwood 
City, Calif.; Donald J. Moe, Michi- 
gan Retail Lumber Dealers Assn., 
Lansing, Mich. and Walter Glocker. 
Murphy & Ames Lumber Co., Arling- 
ton, Va. 

Former NRLDA president James 
C. O’Malley, The Affiliated O’Malley 
Cos., Phoenix, Ariz., will be chairman 
of the Committee on Transportation. 
Serving with him are: Leslie Mack 
Tanner, Boise Cascade Corp., Boise. 
Idaho; Hugh M. Peter, Peter Lumber 
Co., Pleasantville, N. J.; and Paul 
Howard Leach, Leach Brothers, Inc., 
Joliet, Ill. 


Aluminum Shell Homes 


PHILADELPHIA, Pa.—Major Realty 
Corp., in collaboration with the Alumi- 
num Co. of America, has developed an 
aluminum shell house that will be 
marketed initially in the state of Flori- 
da, it has been announced. 

Priced at $2,950, the first models of 
the new aluminum shell home will be 
erected on % and %-acre residential 
lots on property owned by Major 
Realty two miles west of Jacksonville. 

The shell house features outer walls 
of aluminum-faced insulated panels, 
each one inch thick and consisting of a 
bonded “sandwich” of aluminum, plas- 
tic foam insulation and Masonite con- 
struction. The complete shell will be 
delivered to the site, ready for erection 
by three carpenters in two days. 
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“LAST YEAR 
WE BUILT 
40 THOUSAND 
TRUSSES 


EXCLUSIVELY 
WITH QUALITY 
SOUTHERN 
PINE” 


A. ROBERT SOEHNER, 
President & General Manager 
Truss Manufacturing Company, Inc. 
Indianapolis, Indiana 








"Here's why: 
% Southern Pine needs no special grading; the No. 2 
grade meets all of the FHA stress requirements for trusses. 


ce ot gs . % Southern Pine tops all other species in bending, 
Southern Pine is truly an all-purpose building material. tension and other strength properties, and has superior 


Whether for conventional framing or for components, nail-holding power. 
the same high quality and performance are yours % Grade-Marked Southern Pine, from the mills of the 


when you specify Quality Southern Pine produced SPA, provides the quality | need, and is quickly obtainable 
by SPA mills. in carload or truckload lots. 


SOUTHERN PINE ASSOCIATION 


P. O. BOX 1170, NEW ORLEANS 4, LA. 
SOU y a - bey N Fadl fa ra Please send the following technical bulletins: 
: Z O Stress Grade Guide © SPA Buyers Guide 
It’s dry... pre-shrunk... from the mills O How to Specify Quality Southern Pine 
—_— , — 0 Trussed Rafter Data 
of Southern Pine Association. 





NAME 





A\ FIRM NAME 
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Housing Bill is Slated for Approval; 
Urban Affairs Post May Be Delayed 


Although the time 
table has been set back a little 
bit, President Kennedy’s legislative 
housing recommendations still stand a 
better than 50-50 chance of being ap- 
proved by Congress without major 
change. The outlook is not quite so 
clear on his request to the lawmakers 
to approve an 11th Cabinet position, 
a Department of Urban Affairs and 
Housing. 

Some of the money and speed-up 
provisions of the Administration’s 
housing bill will depend on how the 
economic recovery looks during the 
next two or three months when Con- 
gress is taking final action on the om- 
nibus housing bill. 

There is a good chance that Con- 
gress will at least scale down the di- 
mensions of the three most contro- 
versial provisions: (1) 40-year, no 
down payment, FHA-insured home 
purchases for middle income families; 
(2) $25,000, 10-year, mortgage-secured 
home modernization loans; (3) 100,- 
000 units of public housing. 

The proposal to create a new De- 
partment of Urban Affairs and Hous- 
ing will run into more trouble than 
the omnibus housing bill. Some seg- 
ments of the industry are opposed to 
it for fear that housing will be down- 
played to the advantage of mass trans- 
portation and other urban problems. 

Some influential persons—and Con- 


WASHINGTON 


gressmen are not among the least of 
them—will oppose the new Depart- 
ment out of sheer fear that the first 
Secretary will be a Negro, Housing 
and Home Finance Administrator 
Robert Weaver. There still is wide- 
spread speculation that the Secretary- 
ship will go to a big city mayor. 
President Kennedy reportedly chose 
to request Congressional enactment of 
the new Department to get a mandate 
on the broad provisions of the pre- 
amble. He had authority to order the 
Department set up with only a Con- 
gressional veto to stand in the way. 
The Chief Executive said the new 
Department would “provide the nec- 
essary leadership in coordinating the 
many federal programs” in the urban 
field and would embark upon “com- 
prehensive studies” of ways to solve 
urban development problems. The 
preamble to the bill would give the 
Department a mandate of “adminis- 
tration . . . leadership . . . coordina- 
tion” in an array of fields, including 
the solution of urban problems on a 
regional or metropolitan basis. 


Mortgage Interest Rate: 6% 
WASHINGTON—The recent decline 
in home mortgage interest rate has 
been much less than the increase 
following the 1958 recession. 
According to FHA estimates, the 
only reliable nationwide barometer, 


the average national interest rate on 
conventional first mortgages on April 
Ist was 6%. 

This compares with 6.15% on Jan- 
uary Ist of this year and the most 
recent high 6.3%, a year ago. The 
most recent low was 5.6% in July 
of 1958. 


Materials are Important 

Cuicaco—Construction and ma- 
terials are the most important factors 
in buying a house, according to 74% 
of prospective buyers surveyed for the 
Realty Company of America here. 

Persons were asked to rank five 
factors according to importance— 
style of house; type of construction 
and materials; size of rooms; arrange- 
ment of rooms and low price. 


Evans To Issue New Stock 
For Aberdeen Acquisition 
PLyMouTH, MicH.—Evans Products 
Co. stockholders will be asked May 
17 to authorize a new class of stock to 
be used to acquire Aberdeen (Wash.) 
Plywood & Veneers, Inc. Primarily a 
Douglas fir plywood producer, pur- 
chase of Aberdeen will give Evans 
new markets in marine grade and 
medium density overlay plywood, Ed- 
ward S. Evans, Jr., president, said. 
Last year Evans sales amounted to 
$79.4 million. The firm operates 12 
plants and 15 building materials ware- 
houses in 11 states. In the year ending 
March 31, Aberdeen’s sales totaled 
$29 million. It has two large mills and 
19 distribution warehouses in 11 states. 
Evans will exchange 232,236 shares of 
stock for the 387,951 outstanding 
Aberdeen shares. 
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Huge Shopping Center Store ls Opened by Forest City Material 


CLEVELAND—The newest big 
shopping center venture by a retail 
building materials dealer is the Golden 
Gate Home Center opened in April by 
Forest City Material Co. This firm has 
five supermart building materials out- 
lets in Cleveland. 

Opening with a month-long series 
of open house and promotional events, 
the new store occupies 33,000 sq. ft in 
the eastern Cleveland suburb of May- 
field Heights. Augmenting the main 
store is a 60’ x 140’ warehouse and a 
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large garden shop. The parking lot has 
accommodations for 1,500 cars. 

The 100’ long store front has a 40’ 
window display at the northern por- 
tion sunk four feet below floor level, 
making possible 7’ high window dis- 
plays which do not obstruct the view of 
the store interior by passing pedestri- 
ans. 

In the center of the store is a home 
modernizing center with four full-size 
kitchens and three bathrooms. Other 
big-ticket remodeling packages will be 


sold from the store. Store is open 
10 a.m. to 10 p.m. 

All five stores participated in the 
open house for the shopping center 
outlet with price specials and prize 
drawings in each store. Radio, news- 
paper, direct mail and newspaper sup- 
plements were used to saturate the 
area. 

(For complete details of Forest 
City’s shopping center store, watch for 
detailed story in Building Materials 
Merchandiser.) 
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BETTER PRODUCTS FOR BUILDING SINCE 1878 


PHILI 


The Philip Carey Mfg. Company Miami Cabinet Division 
Cincinnati 15, Ohio The Philip Carey Mfg. Company 
Middletown, Ohio 





PHILIP CAREY 
FIRE-CHEX ROOFING SHINGLES 
... the only composition shingles 
guaranteed for 25 years! FIRE- 
CHEX . . . giant ROOF-MASTER 
... plus wide range of seal-down 
and lock-type shingles comprise 
the most complete roofing line 

in the building industry. 


MIAMI-CAREY 
COVERANGE HOODS 
... protect pretty kitchens 
from spattered grease... 
whisk away cooking odors 
in minutes. Yours in gen- 
uine stainless steel, rich 
coppertone or white baked 
enamel finishes. 


MIAMI-CAREY 
VENTILATING FANS 
.. . for flower-fresh kitchens, 
bathrooms, laundries, family 
rooms. Quiet.. dependable 
... easily installed. A fan 
for every budget, each 
with 5-year motor 
guarantee. 


MIAMI-CAREY 
BATHROOM CABINETS, 
MIRRORS, ACCESSORIES 

... from America’s oldest 
and largest manufacturer of 
bathroom cabinets. Sparkling 
sliding-mirror units, handsome 
wall-hung models .. . plus a 

wide selection of bright 

chrome, satin chrome and 
suncrest accessories 
... all to glorify the 
American bathroom. 


MIAMI-CAREY TROUBADOOR CHIMES... 
warm, laughing door chimes in 32 different 
styles. Chord-tone chimes, clock chimes, 
non-electric chimes . . . all smartly de- 


signed to be seen as well as heard! 


PHILIP CAREY 

CERAMO and STYLETEX SIDEWALLS 

. rich color . . . lasting beauty 
for home exteriors. Fire-proof . . . 
rot-proof . . . termites won’t touch 
them! Wash easily with ordinary 
detergents and water. Shingle and 

clapboard styles in random- 

striated, wood-grain and tra- 

ditional smooth surfaces. 


The Philip Carey Mfg. Company 


la Cincinnati 15, Ohio 


MIA 


® 


Miami Cabinet Division . The Philip Carey Mfg. Company 


Middletown, Ohio 
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FILIGREE TEMPERED HARDBOARD = TRELLIS TEMPERED HARDBOARD 
SIMPSON TIMBER COMPANY SIMPSON TIMBER COMPANY 


Two New Hardboard Patterns 


Called Filigree and Trellis, two new 
hardboard patterns are ideal for use as 
decorative shutters, room dividers, cabi- 
net or sliding doors and fences. 

Retailers may wish to cut the 4’ x 8’ 
x ¥” thick panels into smaller sizes and 
sell them at premium prices by offering 
ideas for various projects. A 4’x8’ sheet 
retails around $8 in the smooth surface; 
$8.75 in the striated surface. For fur- 
ther details, write Simpson Timber Co., 
Dept. BMM, 2041H Washington Bldg., 
Seattle 1. 

Circle No. 201 on Handy Cover Card 















































K&M Creates High-Style Siding 


Called Exclusive, a new  asbestos- 
cement siding has a randomized pattern 
of rectangles grouped in long horizon- 
tal lines. Pattern and deep texture help 
hide butt joints and also make homes 
look lower and wider. 

Siding is available in 12” x 24” panels 
in five baked-on colors: Supreme White, 
Spring Green, Charcoal Gray, Autumn 
Gold and Colonial Red. By special or- 
der, it’s offered in Pewter Gray and 
Canyon Coral. Write to Keasbey & Mat- 
tison, Dept. BMM, Ambler, Pa. 

Circle No. 202 on Handy Cover Card 
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Prefabed Storage Building 


A do-it-yourselfer can easily assemble 
the new, all-steel prefabed Stowaway in 
less than 1% hours with ordinary screw- 
driver, wrench or pliers. Shipped in four 
keyed cartons complete with all hard- 
ware. Retails at $229. 

Stowaway is ideal as a permanent or 
temporary installation. Uses include: 
storage house for garden or farm equip- 
ment, job site office, pool-side cabana or 
camping hut. For literature, write Stow- 
away Industries, Dept. BMM, 786 Ter- 
race Blvd., Depew, N. Y. 


Circle No. 203 on Handy Cover Card 








Roof Shingles 


Called Regent, a new line 
of residential aluminum roof 
shingles is produced in 
lengths of 10’ x 12” wide. 
Contour design allows shin- 
gle to rest against roof 
sheathing, giving added sup- 
port. Shingles are available 
in six colors along with a 
complete line of roofing 
accessories. Consolidated, 
Dept. BMM, Nicholson & 
24th, Houston. 

Circle No. 204 on Handy Cover Card 


Storage Wall Panels 
Georgia-Pacific’s new stor- 
age wall hardboard paneling 
has perforations for hooks 
and accessories in the top- 
two-thirds of the 4” x 8’ 
panels, a solid wainscoted 
bottom third and a random 
plank surface treatment. 
Panels retail around 20¢ per 
square foot. For sample, 
write Georgia-Pacific, Dept. 
BMM, Equitable Bldg., Port- 
land, Ore. 
Circle No. 205 on Handy Cover Card 


Tangier Linoleum 

New Tangier inlaid lino- 
leum, a standard gauge yard 
goods, combines bright vinyl- 
like color with a_ three- 
dimensional mosaic textured 
design. It has Clearfelt 
backing for dependable ad- 
herence and is available in 
eight patterns. Retails around 
$4 per square yard. Write 
to Congoleum-Nairn, Dept. 
BMM, 195 Belgrove Drive, 
Kearny, N. J. 
Circle No. 206 on Handy Cover Card 


Post Cap Connector 


A new Teco post cap for 
use with 4x4 wood members 
is announced. Precision man- 
ufactured from  16-gauge, 
zinc-coated sheet steel, it 
can be used singly or in pairs 
when tying post-and-beam 
connections together. Fur- 
nished with each carton of 
caps are 9 gauge, 1142” long 
nails. Timber Engineering, 
Dept. BMM, 1319 18th St., 
N.W., Washington 6. 

Circle No. 207 on Handy Cover Card 


(Continued on next page) 
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NEW PRODUCT PARADE 


(begins on page 35) 





Has Painted Grooves 
Royalcote cherry-grained 
line now is available pre- 
finished in 4’x7’ and 4’x8’ 
panels with  color-coordi- 
nated painted grooves. The 
44” panels may be applied 
directly to studs, furring 
strips or existing walls, us- 
ing nails with color-matched 
heads, contact cement or 
wallboard adhesive. Mason- 
ite Corp., Dept. BMM, 111 
W. Washington, Chicago. 


Circle No. 208 on Handy Cover Card 
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Awning Bracket 

A new awning bracket of 
tempered prime aluminum 
treated with Sterlite finish 
is available in many de- 
signs. An ideal do-it-yourself 
item, it’s designed for use 
with cross slats or louvers 
of fiber glass, wood, col- 
ored glass and aluminum. 
Hardware is included. Free 
brochure on request. Sterling 
Factories, Dept. BMM, 2620 
Cherry, Erie, Pa. 
Circle No. 209 on Handy Cover Card 


For more facts, 
use handy back 


Heritage Siding 

Each 9” wide Heritage 
panel is formed to appear as 
two 414” panels to retain a 
classic thin-line-look. An 
ideal item for remodeling or 
new construction, the new 
aluminum siding is available 
in white and pastel colors. 
Both sides of the siding are 
coated with pure vinyl paint. 
Hastings Aluminum, Dept. 
BMM, 429 South Michigan, 
Hastings, Mich. 
Circle No. 210 on Handy Cover Card 
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Teakwood Flooring 

A new line of solid teak- 
wood parquetry flooring is 
completely prefinished. It 
may be laid and used the 
same day. Patterns avail- 
able: Versailles shown in 
photograph above, Riviera, 
Monte Carlo, 4-Piece Block 
and Herringbone. Retails at 
$1.05 per square foot. For a 
brochure, write Plyfloor, 
Dept. BMM, 1304 W. Pine, 
Hattiesburg, Miss. 
Circle No. 211 on Handy Cover Card 


ee 
Ceiling Tiles 


Giant-Size 16’ Siding Panel 

Weyerhaeuser’s new huge 16’ hard- 
board siding panel does the work of 
several 4’x8’ panels. The long panels 
speed application, eliminate unsightly 
joints and save on fitting time. 

The 16’ Tempered Weytex hardboard 
is available with smooth or striated sur- 
faces. Panels can be obtained in “U” 
Grooved surface treatments with 4”, 8” 
or random spacing and also are avail- 
able prime-coated. For literature, write 
Weyerhaeuser Co., Silvatek Div., Dept. 
BMM, Box E, Tacoma 1, Wash. 

Circle No, 212 on Handy Cover Card 
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Primed Siding in New Widths 


Insulite Horizontal Primed Siding now 
is available in 8” and 10” widths as well 
as in the familiar 12” width. All three 
widths are offered in 16’ lengths, with 
8’ lengths available on request. 

Manufactured from natural wood fi- 
bers, the siding is fully prime-coated at 
the factory on front, back, edges and end. 
This permits exposure to weather for a 
number of days before finish painting. 
No special nails are required for nailing. 
Insulite, Dept. BMM, 500 Investors Bldg., 
Minneapolis 2. 

Circle No. 213 on Handy Cover Card 


Certarift, a fissured insulation board 
tile, and Spindrift, a pinhole-punched 
perforated tile, are announced by Cer- 
tain-teed. Both are white-surfaced tile 
with painted bevels. Both have tongue- 
and-groove joints to provide concealed 
nailing or stapling. 

Spindrift is available in 12”x12” size; 
Certarift is offered in both 12’x12” and 
12x24” center-scored. For full details, 
write Certain-teed Products Corp., Dept. 
BMM, 120 E. Lancaster Ave., Ardmore, 
Pa. 

Circle No. 214 on Handy Cover Card 
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One call fills 
ALL your needs, 
saves time 

and money! 


SALES AGENTS FOR. . 

Fort Vancouver Plywood Co. + North Pacific Plywood, Inc. 
Tillamook Veneer Co. + Southern Oregon Plywood 
Three Sisters Plywood, Inc. * Hub City Plywood Corp. 
Port Plywood Company + PV Brand Hardboard 

White City Plywood Co. + Van-Evan Co. 

Valley Wood Products, Inc. 


Circle No. 19 on Handy Cover Card 
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HOW TO MAKE A ROLL OF FENCE 


only 
fence 
lane 
that 
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How? By painting the top wire of each roll a bright, bright red. Keystone has 
been doing this for years with one thought in mind—to let everyone know the 
best fence on sight. That’s just what this special trademark does. It booms out 
RED BRAND for all to hear and see. 

You get faster turnover because your customers know all about Red Brand. 
They’ve read about this easy-to-handle fence in farm publications; they’ve heard 
about it over farm radio and television . . . and they’ve used it for years. Farmers 
know Red Brand lasts longer because it’s made of the finest copper-bearing wire, 





especially Galvannealed® to resist rust. 

There’s no question about Red Brand’s popularity. It’s the number one choice 
in the top six corn-producing states. Red Brand barbed wire with the Galvannealed 
red barbs and Red Top® steel fence posts have equal wide-spread acceptance. 

Why sell less when you can sell more of the best? It will pay to stock up on 


Red Brand products today. 


KEYSTONE STEEL & WIRE COMPANY ° PEORIA 7, ILLINOIS 
Red Brand Fence @ Red Brand Barbed Wire @ Red Top Steel Posts @ Nails e 
Baler Wire @ Non-Climbable Fence e Keyline® Poultry Netting @ Gates 
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Package Plan for Selling Tile 


Called the Windsor Tub Area Tote 
Box, a new kit contains enough plastic 
wall tile to cover an area up to 40 
square feet and includes all necessary 
trim, adhesive, calking, cleaner and pol- 
ish along with a mastic applicator and 
simplified instructions. 

Included in a promotion kit accom- 
panying orders for six or more Tote 
Boxes are: giant price and selection dis- 
play card, banners, literature and ad 
mats. Miraplas Tile Co., Dept. BMM, 
980 Parsons Ave., Columbus 6, Ohio. 

Circle No. 215 on Handy Cover Card 
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Shutter Displays Show Samples 


Two new LoManCo merchandising 
units serve as shipping containers for 
sample shutters from factory to dealer. 
Upon arrival at dealer's showroom they 
are easily converted into displays as 
shown in photographs above. 

Larger floor display uses a standard 
pair of Beauty Line aluminum shutters; 
small counter unit shows a special pair 
of miniature shutters indicating six col- 
ors the line is available in. Write Louver 
Mfg. Co., Dept. BMM, 3601 Wooddale 
Ave. South, Minneapolis 16. 

Circle No. 216 on Handy Cover Card 
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Shows Job Progress 


A Builders Progress Chart can serve 
as an effective sales tool that keeps your 
name in front of builder-customers. It 
tells what stage a house is in at any 
given time. The large 15”x28” chart 
lists 60 different construction steps in 
sequence and has space for subdivision, 
address, plan number and elevations of 
40 units. 

The charts are available at $9 per 50 
(not imprinted) and $14 per 100 im- 
printed. Builders Printing Service, Dept. 
BMM, 8430 Grand River, Detroit. 

Circle No. 217 on Handy Cover Card 


Vinyl! Asbestos Floor Tile Rack 


A new light-metal rack holds 2x2” 
paper reproductions of 64 colors and pat- 
terns in the 1961 Flexachrome vinyl 
asbestos floor tile line. The rack has 
spaces for 15 samples each in the entire 
line, in which there are seven styles. 
Designed for counter or wall use, the 
rack is 18” long x 44%2” deep x 10%” 
wide. 

Retailers may obtain the rack at min- 
imum cost. Refills are offered at no 
charge. Write The Flintkote Co., Dept. 
BMM, 30 Rockefeller Plaza, New York. 

Circle No. 218 on Handy Cover Card 





Bi-Fold Door Demonstrator 


A compact working model of the new 
Poly-Clad Plywall prefinished wood- 
grain bi-fold door includes all necessary 
hardware. Face of the unit is prefinished 
in Poly-Clad rock maple. Complete in- 
stallation instructions are printed on the 
back of each unit. 

An ideal counter or hand-carried unit, 
the demonstrator measures 11%”x137%” 
x34%4” and weighs approximately four 
pounds. The unit may be obtained by 
writing Plywall Products, Dept. BMM, 
P. O. Box 625, Fort Wayne, Ind. 

Circle No. 219 on Handy Cover Card 


Eye-Catching Alsynite Rack 


A flasher unit located beneath Alsy- 
nite samples stocked in a new rack dem- 
onstrates the product’s translucent quali- 
ties. It also shows to the best advan- 
tage the full range of colors and config- 
urations available. 

The space-saving, lighted counter unit 
is only 8” wide x 21” long. Its small 
size makes it ideal for use in high traf- 
fic areas to help increase sales. Write 
Alsynite, a div. of Reichhold Chemicals, 
Dept. BMM, 4654 DeSoto St., San Diego 
9, Calif. 

Circle No. 220 on Handy Cover Card 


May 8, 1961, BUILDING MATERIALS MERCHANDISER (American Lumberman) 


























ONCE YOU MAKE THI$ SALE... 


G-P Family Proof paneling for two walls . $140.00 
matching moldings, putty sticks, nails. 18.75 
first sale . $158.75 





WATCH THE LANDSLIDE OF $ALE$ BEGIN!.. 








LOOK AT ALL YOU SELL 
GEORGIA-PACIFIC 





The real wood beauty of G-P paneling is the secret. 
Once it goes up on the wall, the rest of the room 
looks shabby. And the sales landslide begins! 


RIGHT AWAY UNPANELED WALLS 
DEMAND FRESH PAINT: you 
sell paint, thinner, 
dropcloths, brushes....$ 12. 


THEN THE OLD DOOR LOOKS 
WRONG: you sell an 
unfinished G-P door, 
G-P filler-stain-sealer 
and G-P plastic topcoat $ 18. 


NEXT THE FLOOR LOOKS SHABBY: 
you sell a floorful of 
tile and adhesive to 
put it down 


THEN THE CEILING NEEDS 
REDOING: you sell 
acoustical tile 


FINALLY, THE FINISHING 

TOUCHES: you sell light 
switches, fixtures, 
general hardware 


$164. 
GRAND TOTAL SALE THAT 


G-P PANELING BEGAN... . $323. 













TO "FINISH" THE JOB ( 4) 
PANELING BEGAN! 
































it's nice work if you can get it 
and Georgia-Pacific helps you get it... 


GEORGIA-PACIFIC HELP#$ YOU #$TART 
THE LAND#LIDE OF $ALE¢! 


PHSSFHFSHSHFSSSHSHSSHSHSSSHSSSSHSHSHSSHSHSSHS HSH HSH HSHSHSS HSH HSSHS SSS SSS HSSIHHS SF § 


G-P GIVES YOU THE "PROMOTION PACKAGE" YOU NEED 


" " > 
to make the starter paneling sale. In May and aM Fase 
June of '61, G-P's big "New Faces for Old Rooms" FOR OLD ROOMS 
promotion, starring Family Proof paneling. Window g 
banners, pennants, wire hangers, counter displays Gy Sey 
ee. ad mats ... give-away booklets that tell "How to Panel NEW FACES 
P : <oe oL gis 
with G-P Paneling" ... even complete sales training for your eatentinend (6 M4 
salesmen! Your G-Prepresentative will tell youall about it. 

















NEW FACES 
FOR 10 ena 




















G-P ADVERTISES THE PANELING IDEA TO YOUR CUSTOMERS IN: 
Better Homes & Gardens American Builder 
American Home Practical Builder 
Sunset House & Home 
House & Garden's Book of Building ee ee 

House Beautiful's Building Manual 

New Homes Guide Popular Mechanics 
Home Modernizing Guide Popular Science 


G-P GIVES YOU THE "PRODUCT PACKAGE" YOU NEED. 
(A) 2 lines of factory-finished hardwood paneling 
--e-13 woods...from 26¢ to 66¢ a sq. ft. 
PREMIUM PANELING—9 woods, all with the famous 
Family Proof finish, the most protective ever de- 
veloped—$15.26 to $24.96 for a 4' x 8' panel. 
COTTAGE PANELING—4 woods in 8 colors, all with the 
Family Proof finish—$15.68 to $21.12 for a 4'x8' panel. 
(B) Textured and unfinished hardwood plywood panels in over 
50 different woods. 
(C) Everything for finishing: matching moldings in 9 pat- 
terns, G-P filler-stain-sealers, G-P plastic topcoat fin- 
ish, matching putty sticks, G-P unfinished doors ... even 
a complete G-P kit containing G-P stain, topcoat, putty 
sticks, sandpaper and cloth! 


CALL YOUR G-P REPRESENTATIVE FOR DETAILS. 


PSSFSHFSFSSFSHSHSSSHSSHSHSSSHSSSHSSSHSHSSHSHSHSHSHSSSHSHSHSSHSHSSSFSSSSSSSSSSS SSF SSH 








GEORGIA-PACIFIC 


plywood « lumber + redwood « hardboard « pulp « paper « chemicals 
Equitable Building, Portland 4, Ore. 
Circle No. 21 on Handy Cover Card 





INTRODUCING...new BARCLITE XR1000...the improved Fiberglass 
Panel you can sell with confidence to give more light...last years 
longer. New Acrylic base resin makes BARCLITE XR1000 abso- 
lutely weather-resistant. Its beauty is tougher, stronger, longer 


lasting than anything you tomers have ever known. 


outdoor torture 


heat and 


f. Here is a su- 
perior fibergla tself into sale after 
sale through confiden mendations. Once new 
BARCLITE XR1000 is up...up g sales! Call your distributor 
today—for free samples, booklets, selling aids. Barclite Corp. of 
America (an affiliate of Barclay Manufacturing 


Company, Incorporated) Department BM-5-XR 


Barclay Building, New York 51, New York. 
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DEALER SALES CONTROL 
{See Page 5) 


MIKE KREBSER, sales manager, 
Boyer Lumber Co., relaxes a 
moment on Burr Oak's main 
street. 


FRED HERMAN is a full-time 
draftsman for Boyer Lumber Co. 
and also handles special order 


Dealer Sales Control 


Is Key to Growth 


By Rural Dealer 


* Small-town Michigan dealer uses components to OT EVERY RETAILER is sing- 
ing the recession blues or marking 


help sell the complete building package, including time until “things pick up” before rid- 
construction labor and financing. Land development is ing the coattails of recovery. 
j i A good example of a firm which 
atest move toward 100%, control. finds a market, then uses every pos- 
sible tool to develop it, regardless of 
cakes , economic conditions, is Boyer Lum- 
° New homes, farm buildings and commercial struc- ber Co. in Burr Oak, Mich., (pop. 
tures, with some remodeling jobs to round out the pic- ee ; 
h k h | . This firm is shooting for a $500,- 
ture, have kept the sales curve going up. 000 volume in 1961, more than dou- 
ble their sales volume two years ago. 
Sales last year were $420,000, a fig- 
bd Sales goal for 1961: $500,000, more than double ure well beyond their early projec- 
the figure two years ago tion. Sales in 1959 totaled approxi- 
mately $240,000. 


This surprising volume for a small- 
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BOYER LUMBER CO. 
BURR OAK, MICH. 
_ ( é Atma 7 <amung 





JOB SIGN promotes the various services 
offered by Boyer Lumber Co. 


RUNNING THE SHOW 
on the sales and con- 
struction end are 
sales manager Mike 
Krebser and construc- 
tion superintendent 
Carl Adamko, an ex- 
perienced man in pre- 
fabrication. 


SPECIAL TRUSS CAR- 
RIER was developed 
that will handle 25 
trusses up to a maxi- 
mum of 45’. Carrier is 
adjustable from 24’ 
to 50’. 


town dealer is no mere stroke of luck. 
Rather, it is the result of trained per- 
sonnel, careful planning, intensive pro- 
motion and a lot of hard work. 

The results are dramatic proof 
that DSC (Dealer Sales Control), a 
slogan developed by this magazine, is 
the key to a profitable operation and 
that it can be effectively used in the 
smallest community. 

Boyer Lumber Co. has developed 
an increasingly profitable business by 
offering the complete package to 
their customers—materials, including 
component parts; labor and financ- 
ing. Package buildings—homes, farm 
structures and commercial buildings— 
have been responsible for the bulk of 
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the volume, but they go after re- 
modeling jobs, too. 

Mike Krebser, a native of Burr Oak 
who knows the country and the peo- 
ple like a native should, is the man 
responsible for this successful pro- 
gram. 

“Mike goes out and does a selling 
job when I don’t think it’s possible,” 
admits Vic Boyer, founder and man- 
ager of Central Building Supplies, a 
co-op buying group of around 175 
yards, who also keeps a close eye on 
his own operation. 

Construction know-how. Besides 
being an energetic salesman, Mike 
knows construction. He studied build- 
ing construction one year at the State 
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University at New Delhi, N. Y., then 
spent two years at Michigan State 
concentrating on retail lumber and 
merchandising courses. His chief aid 
and construction foreman is Carl 
Adamko, a classmate of Mike’s at 
New Delhi with considerable con- 
struction experience with the National 
and Alleghany prefab homes organi- 
zations. Mike sometimes uses Michi- 
gan State for consultation help on 
special construction problems. 

Mike has concentrated on the farm 
market within a 30-mile radius with 
considerable success, as indicated by 
sales figures the past three years: 18 
“Kleer-Span” buildings erected in 

(continued on page 48) 
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1958; 32 in 1959 and 53 in 1960. 
These structures have included barns, 
loafing sheds, tool sheds, even church 
additions and factories. 

The Boyer “Kleer-Span” building, 
as promoted by a special six-page 
high-quality broadside, emphasizes 
quality as well as economical con- 
struction (80¢ per square foot erected, 
enclosure slightly higher). Load-car- 
rying members and braces use con- 
struction-grade and better lumber; 
ceilings and sidewalls may be insu- 
lated; sidewalls covered with steel, 
wood or other materials; glue-nailed 
truss construction, using Hercules truss 
plate, exterior fir plywood and grade 
“A” waterproof glue. Steel siding is 
generally used. Sliding doors of wood 
or steel operate on covered track. 

Gable ends are covered with wood 
siding and special roof venting pre- 
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~ SPECIAL ADVERTISING is developed to attract every type of customer. A favorite 


is the firm's “Farmers Exchange’ newspaper which publishes ‘‘For Sale’’ notices 
inserted by Boyer Lumber customers. Direct mail is most effective media, but news- 


paper ads also are used regularly. 


vents condensation in closed farm 
structures. This venting construction 
feature was played up in the Farm 
Journal (Oct. 1959). It told how the 
Boyer-built barn used the solar-drying 
principle to dry hay. A test showed 
that 200 tons of chopped hay averag- 
ing 35% moisture was dry and cool 
four days later. The system installed 
added $800 to the cost of the 200- 
ton barn. 

An adjustable trailer capable of 
handling 25 trusses of 24’ to 50’ 
spans was developed for truss de- 
liveries by Boyer Lumber Co. The 
complete building package is delivered 
to the job in three loads. Free de- 
liveries, free planning service and 
easy financing are offered by the 
firm. No-money-down is an added in- 
ducement on Boyer Kleer-Span struc- 
tures. 

“A barn is only as good as its 
foundation,” emphasizes Boyer Lum- 
ber promotion. That is why an angle 
iron is poured with the concrete pier 
with two bolts passing through both 


Hf 


the triple 2” x 8” post and angle iron. 
No wood touches the ground. 

The truss and plate combination is 
$2 cheaper than FHA-approved ply- 
wood gusset trusses which require 
40-50 shots for effective holding pow- 
er, says Mike. 

“We're interested in quality be- 
cause we're primarily a lumberyard,” 
he adds. 

More components. Trusses have 
been the key building component at 
Boyer Lumber Co., which erected a 
shed for this purpose last year. The 
shed covers a 46’ table, adjustable to 
any pitch. 

Some 70’ of conveyor space has 
been provided to feed materials to the 
component area. Cutting and waste is 
avoided by laying the flooring before 
the interior partitions are set. Insu- 
lation and rock lath is applied before 
interior partitions. 

As much of the complete building 
package as possible will be fabricated 
in the shop, including interior and ex- 

(continued on page 50) 
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Typical Building Packages Sold by Boyer Lumber Co. 


FARM BUILDING. The three structures for this farmer included a calf maternity shelter 
(20’x35’); machinery and loafing shed (56’x75’) and hay storage (40’x60’). Overall pack- 
age approximated $12,000. This barn, which was designed to make use of the solar- 
drying principle, attracted national interest from publicity in Farm Journal. 


RE, agin 


NEW HOMES. Boyer Lumber Co. designed and sold more than a dozen new homes last 


year. Homes shown here range from $12,000 to $13,000. Smallest is a 936-square-foot 
two-bedroom house with a 12’x18’ breezeway, all-electric heat throughout. 


. oo wee _ — 


COMMERCIAL JOBS. First Pruden building (Sarris Hardware) resulted in $90,000 sale of 
another Pruden building and accessory structures to one customer. Night club was one 
of the big commercial jobs recently finished. 


REMODELING SALES. Packaged modernization, sold with complete labor or for finish-it- 
yourself, is a Boyer mainstay. Examples include room additions and garages, pictured 
above. 
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terior partitions, exterior moldings, 
prehung doors, facia and flying gables. 

Early this year, the company had 
orders for eight Kleer-Span buildings, 
placing them 1,100 man-days behind 
delivery. At times last year, they were 
2,000 man days behind. Three custom 
house jobs were underway early this 
year, each exceeding $22,000 and 
two others in the $18,000 bracket had 
been ordered. 

By offering the complete package, 


Boyer Lumber is able to make a prot- 
it on materials, labor and _installa- 
tion. Materials are figured at retail 
markup and 8% profit is figured for 
labor. Some of the financing is car- 
ried by Boyer Lumber itself and other 
jobs are carried through Sturgis in- 
stitutions. 

Boyer Lumber Co. operates its own 
crew, starting with three men _ part- 
time three years ago and reaching 32 
men during the peak season. With 
orders for buildings piling up, 24 
mechanics were kept busy right through 
this past winter. 

“We're trying to make this as near 
a one-stop deal as possible,” empha- 
sizes Mike. 





LINEAL MOULDINGS 


from CALIFORNIA HIGH ALTITUDE 
PONDEROSA PINE and WHITE FIR 


Tweed MANUFACTURE AND SUPPLY 
THE FOLLOWING ITEMS IN PONDEROSA PINE: 


@ Finger Jointed Mouldings @ Solid Mouldings 


(Specified Lengths) 
@ Cut Stock 


@® Jambs 


(Cut to Length) 
@ Venetian Blind Stock 
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TarTer, WessTer & JouNson, INC. 
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San Francisco 19, Califernia 
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Remodeling, too. While the empha- 
sis is On the complete package, the 
company doesn’t hesitate to furnish 
part of the package if that is all that 
can be sold. This is especially true on 
some of the remedeling jobs, where 
homeowners are doing part of the 
work, as is the case about half the 
time. 

Truss sales have been an impor- 
tant sales tool on some of these re- 
modeling jobs. Boyer Lumber is build- 
ing a 16’ truss for a cabin, using 
the Lu-Re-Co Lake Forest plan as a 
technique to push cabin sales. 

The most profitable commercial 
job sold by the firm last year was a 
Pruden building for a $15,000 hard- 
ware store, which took a 40’ addi- 
tion for another $5,000 sale. The real 
payoff, however, was a spectator who 
saw the building going up and liked 
it. He placed an order with Boyer 
Lumber for a similar building for use 
as a skating rink in Indiana with an 
extended lobby and drive-in restau- 
rant, also a cabin house package. This 
total sale approached $90,000. 

Admittedly, this kind of sale doesn’t 
happen often, but word-of-mouth ad- 
vertising, especially among farmers, 
can’t be beat. Farmers take pride in 
showing their new buildings and word 
spreads rapidly. Several thousand di- 
rect mail pieces, promoting residen- 
tial as well as farm buildings with the 
Kleer-Span technique, resulted in 
enough sales to keep everybody busy. 
The mailer included a return post 
card offering a free estimate on six 
different types of structures. 

Terrific readership is secured from 
the monthly Farmers Exchange Bul- 
letin mailed to 6,500 boxholders in 
three nearby counties at a cost of 312 ¢ 
apiece, including postage. Most of the 
Bulletin is devoted to farmer’s items 
—‘For Sale” or “Wanted.” This is a 
popular free service and gets inten- 
sive readership. Boyer uses manufac- 
turers’ mats to do a little promotion 
of its own, along with a column of 
job mentions underway with custom- 
ers’ names, of course. 

Land development. As an addition- 
al sales control method, Boyer is just 
getting into land development in the 
Sturgis area with two different sites 
to appeal to customers in middle and 
upper-price ranges. 


, 
TRIPLE 2*8 POST | 


BOLTED THRU 

POST ANi 

ANGLE /RON ——~ 
2° ABOVE GRADE 


“a 
| 
4 BELOW GRADE ma 
— ansehen 
‘ON 
“OCA cae ove WITH PIER 
18° 


ISOMETRIC DRAWING used in barn pro- 
motion by Boyer Lumber shows concrete 
foundation detail. No wood touches the 
ground. 
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in one carload 


...and save! 








Look at all the 
quality Gold 


you can getina 








A Typical Order: This car shows just a few of the Gold Bond 
products you can get in a typical top-loaded car. The list varies 
from region to region east of the Rockies. 


1) mineral wool insulation 2) gypsum sheathing (9) sypsum wallboard, 
gypsum. Grainboard Decorator Panels and Durasan ® joina cement and systems 
5) joint tape (§) corrugated "250" asbestos sheets T) flat asbestos sheets 
® Gypsolite Plaster ® gouging plaster ®) Keene's Cement i) mason’s lime 
and finish lime ® wood fibered plaster GB) extra fibered gypsum ce:nent plaster 


® asbestos siding (6) corner and casing bead ®) gypsum lath @® metal lath 





d' Bond products 


a single car load !! 
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a step ahead of tomorrow 


Under Gold Bond’s Top Loading program you can 

order small quantities of many Gold Bond products 

shipped with your regular gypsum car. This makes 

it easy to keep inventory in balance. Your money and 

warehouse space aren’t tied up in extra stock. Top 

Loading also means faster delivery and lower than 

LTL or LCL prices on most products. Ask your 

Gold Bond® Representative how Top Loading can cut 

your shipping and storing costs. He’ll be glad to give 

you the full details... call him at your convenience. NATIONAL GYPSUM COMPANY ¢ BUFFALO 13, NEW YORK 





Gold Bond building products 


are made together to work together 
for undivided responsibility ! 





GYPSUM WALLBOARDS 


DURASAN®: Vinyl-Surfaced gypsum 
wallboard in 6 decorator colors. 
Resists scuffs and stains, washes 
with soap and water. 


DECORATOR PANELS: 7 beautiful 
wood-grain finishes on fireproof 
wallboard. Handsome as wood 
paneling, but costs much less. 


REGULAR gypsum wallboard in all 
common sizes and thicknesses. 
Plus Fire-Shield® Wallboard, 
Backer Board, Coreboard, tape 
joint systems and many other 
gypsum board accessories. 


LATH, PLASTER & LIME 


GYPSUM LATH: plain, perforated, 
insulating and Long Length. 
BASECOAT PLASTERS: Gypsolite, 
Wood Fibered, Concrete Bond, 
and Gypsum Cement Plaster. 
FINISH PLASTERS: Gauging, Mould- 
ing, Trowel Finish, Cover Crete, 
Best Bros. Keene’s Cement. 
FINISH and MASON’S LIME: both nor- 
mal and fast slaking types. 
ACOUSTICAL PLASTERS: Perfo-Lyte 
(stipple and perforate it) and 
Sprayolite (spray or trowel it). 
All in durable Clu Pak bags. 


CEILING TILES - HARDBOARDS 


BRUXELLES: acoustical tile with 
dimensional sculptured pattern. 
SILENTEX® beautiful brushed tex- 
ture for high sound absorption. 
STARDRIFT, FLORENTINE: have needle 
perforations and fissures. 

DECOR PATTERNS are Aurora, Ro- 
manesque, Goldstrike and white. 
ACOUSTIMATIC: drilled in full 
random pattern. 

HARDBOARDS: Grained Cherry and 
Walnut in Brown, Gray, Blonde. 
Other panels in tempered, un- 
tempered and siding finishes. 


ASBESTOS-CEMENT 


DEEP-TEX® SIDING has dramatic 
texture, 6 deep-tone colors. 
PLASTICRYLIC® finish protects for 
years. Permanized. 

CLASSIC -SHAKE looks like wood 
shakes at half the cost. Perman- 
ized for stability. Plasticrylic. 
PERMABOARD, PLIABOARD & PLIA-F-LEX 
flat sheets, all Permanized. 
ECONOMY “250” lightweight, sturdy 
corrugated Asbestos-Cement. 
PERFORATED SOFFIT PANELS ventilate 
without screens or vents. Go up 
fast, don’t need painting. 


MINERAL WOOL INSULATION 


SPUN Mineral Wool Insulation 
Blankets in 15” and 28” sizes, jet- 
spun for extra resilience. Also, 
Reverse Flange Insulation for 
convenient application in crawl 
spaces and ceilings. 


TWINSULATION® aluminum-wrapped 
Mineral Wool in 15” and 23” sizes. 
Foil is especially useful for sum- 
mer cooling. 


THERMO-BLOC Perimeter Insulation 
is designed for on-grade concrete 
slabs and walls, crawl spaces and 
heating plenums. 


METAL PRODUCTS 


PLASTER BASE: Diamond Mesh, 
*Self-Furring, *Stuccomesh, Cor- 
nerite, Stripite, Rib Lath, others. 


CORNER & CASING BEADS: arch and ex- 
panded for lath and plaster; also 
wallboard corner & casing beads. 


CLIP SYSTEMS: wallboard or plas- 
ter; commercial or residential. 


*HOLOSTUD® SYSTEM in five sizes 
with accessories. Also other 
metal stud systems. 


VENTS & LOUVERS: adjustable, flush, 
roof dome—22 of them, all sizes, 
made of rust-free aluminum. 


LATEX PAINTS 


“EXTERIOR VELVET house paint goes 
on in any weather. Dries fast, 
won’t blister, crack or peel. 


“VELVET SUPREME: a superb quality 
flat finish wall paint in 360 deco- 
rator-selected colors. 


“VELVET ENAMEL: semi-gloss trim 
paint matches Velvet Supreme. 


*PORCH & PATIO: for masonry or 
wood floors. Dries in 2 hours. 
Paint with brush or roller. 


*HYDRO-CHECK is guaranteed to 
stop leaks in basement masonry 
walls or your money back. 


ROOF DECKING - SHEATHING 


TRI-DEK is applied directly over 
rafters in open beam construc- 
tion. A perfect three-in-one 
product, it provides roof deck, 
insulation and ceiling finish. 
GYPSUM SHEATHING: large 14” thick 
panels add structural strength, 
are water-repellent, wind-tight, 
and save time and money. 
INSULATION SHEATHING goes up fast 
and costs less than wood. Fiber- 
lok, CB-12 and Brace Wall “N” 
all meet applicable FHA racking 
strength requirements. 


«These items not available for Top Loading 


Get full information about Top Loading in your area from 
your Gold Bond Representative, or write Dept. BM-51 


NATIONAL GYPSUM COMPANY «+ BUFFALO 13, NEW YORK 
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PERM-ENAMELED 
Combination Windows and Doors 


Be the forst Never before have building supply dealers had this unusual 
opportunity to sell an all new line of quality white combinations 





an YOUN area at full price, full profit. 


to sell Security WHITE Security's new slim-line design, tempered tubular constructed 
window, fulfills a long awaited need in the industry. 

at This new 3-track, full tilt, completely weatherstripped window 

FULL PRICE- is the finest product we have offered in our 40 years of manu- 


facturing experience. Our exclusive white Vinyl, Perm-Enameled 


FULL PROFIT’ finish is beauty-bonded inside and out for lasting beauty and 
durability and will not chip, peel, warp or blister. 


SECURITY MANUFACTURES A COMPLETE LINE OF PERM-ENAMELED WINDOWS, 
DOORS AND SIDING FOR THE BUILDING SUPPLY DEALERS 
AT DETROIT, MICHIGAN; RUTHERFORD, NEW JERSEY AND TORONTO, CANADA. 


Exclusive lineal distributorships still available in some key areas. 


Aluminum Co. |Dept. BMM-561 

385 Midland Avenue 

Send today mi 

en : ts 
Est. 7 ¥ Rush me o sample section of your new. Perm-Enameled 
1920 SECURI for free sample 0 Some onal a ae and name of my nearest 
ALUMINUM COMPANY F abs 1 a jonieetee the details on your exclusive lineal 
stributor franchise. . 
385 MIDLAND AVE. eo oe 


DETROIT 3, MICH. low prices. 


Address. ilies emis esata lactanctie EES Salar BS: 


City. 
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REMODELED STORE at Goldsboro Builders Supply Co. leads customer through perforated hardboard gondola display to sales 
counter. Standing are: left to right, C.L. Lynn, general manager; Mrs. Iris Howard, bookkeeper; Shelton Barbour, salesman; 


and Harold Caudill, salesman. 


Small-City Dealer's Net Discount’ 


After beating cash-and-carry competition in contractor trade, 
this building materials merchandiser increases consumer self- 
service business with new store. Aim is to get balance of 
50%, cash business and 50%, credit sales. 


GOLDsBorRO, N. C. 
OLDSBORO BUILDERS SUP- 
PLY CO., Inc. has learned to 
compete favorably with the hot cash- 
and-carry trade near this eastern 
Carolina city. As a conventional lum- 
ber and building materials dealer, the 
firm resisted c&c inroads and in- 
creased its contractor business by de- 
veloping a unique net-cash discount 
system. 

Now, advertising itself as “the only 
complete do-it-yourself center in 
town,” Goldsboro Supply has ex- 
panded into consumer self-service by 
adding hobbyshop and hardware lines 
to corral the home handyman busi- 
ness. As proof that the company’s dis- 
count system works, one of the four 
competing c&c yards in the area has 
gone out of business! 
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“So many potential customers came 
in and asked for hobby and hardware 
items that we expanded our product 
lines and have been very pleased with 
the resulting walk-in trade,” said C. L. 
Lynn, Goldsboro Supply general man- 
ager. “Nearly all this business is cash 
and they carry it away themselves.” 

Discount system. Back in 1956, 
when c&c began to worry Lynn, he 
evolved a net-cash discount system to 
combat the trend. Based on the com- 
pensatory pricing principle, the inno- 
vation has paid off handsomely. Op- 
erating costs have been reduced and 
the same 7-man crew and three trucks 
boosted both sales and profits 15% 
in one year. They are still rising. 

“We have consistently reduced our 
accounts receivable,” said Lynn, 
“while our cash sales have gone up.” 


How it works. When the discount 
system was installed, the standard 
contractor discount was eliminated. 
Since Goldsboro Builders Supply is 
not committed to any set across-the- 
board rate adjustment, Lynn can alter 
discount percentages to meet compe- 
titive conditions. 

Costs. By paying attention to costs, 
Lynn can apply from 2% to 15% 
net-cash discounts on different prod- 
ucts. The amount of discount in this 
sliding scale compensatory pricing is 
determined by an_ item’s relative 
markup. High-profit hardware spe- 
cialties carry the highest percentage 
cash discount—low-margin lumber 
items the lowest. 

Basic tools. First basic tool in the 
net-cash discount system is the price 
book. It is divided into 21 product 
categories with each receiving a dif- 
ferent discount percentage. The book 
contains one column for dealer’s 
coded cost, another for list price and 
a third for the discount price. 

Then an automatic calculator is 
used to compute and total all discounts 
for individual or combined purchases. 
Piece-price figures are converted to 
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UNITIZED MATERIALS being moved by fork lift in the new Goldsboro pole-type warehouse. Note stacking for easy access to 


any item. 


System Spurs Expansion in C&C Area 


board-feet figures automatically. 

Then invoices and statements in- 
clude a column for the net-cash dis- 
count percentage and another for list 
price. Charged items are billed at list 
price, which is shown together with 
the discount percentage in the price 
column. At time of sale, the salesman 
figures total net-cash price in dollars 
for the bill, pencils it in and circles 
it at the bottom of the invoice. 


COLORED PERFORATED hardboard dis- 
play is carried in Goldsboro'’s small 
hardware showcase area. 


For credit accounts, at month’s 
end the bookkeeper totals all dis- 
counts, writes and circles this amount 
in dollars at the bottom of the in- 
voice. If the bill isn’t paid within three 
days, the customer loses the net-cash 
discount and must pay list price. Few 
take that chance. 

Balanced ratio. While letting its 
competitors in this city of 30,000 bat- 
tle it out on low-profit sales, Golds- 
boro Supply has been putting its en- 
ergies into selling new higher-profit 
hardware items. The firm is striving 
to balance the former sales ratio of 
90% charge, 10% cash to 50-50 
each. 

New store. To more effectively dis- 
play its new consumer self-service 
lines, Goldsboro Builders Supply re- 
cently completed a new pole-type 
showroom and warehouse all under 
one roof. Built in sections, the new 
structure is three times the size of the 
old one. A grand opening was held 
last December with door prizes of- 
fered every hour on the hour, culmin- 
ating in the grand prize at 9 p.m. clos- 
ing time. 

Much of the work in the display 
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area was done by the staff in off 
hours. Harold Caudill, salesman, fin- 
ished the interior with a color scheme 
for each section. Fifteen display gon- 
dolas, with sliding doors and sides of 
perforated hardboard, are color-co- 
ordinated with the walls. Each has 
4” plywood letters on both sides so 
they can be seen from any part of the 
showroom. 

Perforated hardboard columns, 
painted to match the color scheme, 
were built around the nine poles sup- 
porting the showroom roof. The in- 
tercom is located on _ the column 
nearest the counter-desk and indirect 
lighting bathes the room. 

The paneled counter is divided into 
five openings for customer service 
with three calculators spaced along it. 
Catalogs are placed at each end and 
the cash. register revolves between 
bookkeeper,,and salesmen on a lazy 
susan. ; 

“We are even more proud of our 
new showroom, having built so much 
of it ourselves,” Lynn said. “We also 
learned a lot of the handyman’s prob- 
lems this way, and are better able to 
serve them now.” 
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NEWSPAPER AD was reproduced 
and mailed to 500 farmers to 
build attendance for the event. 
Radio spots were also used. 


} 
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INFORMAL ROUNDTABLE on farm remodeling plans is moderated by Jim Odle, 


background, prefab operations manager for Everitt Lumber Co., at 


program sponsored by his firm. 


“Open Barn" 


Farmers Flock to See Open Barn’ 


Immediate sales result from planned promotion to sell the 
farmers who visited barn remodeled by Colorado lumber 


dealer. 


Fr. CoLLins, COLo. 

ARMERS in this area were re- 

cently treated to an “Open-Barn” 

inspection arranged by Everitt Lumber 
Co. 

An old shed, with a dirt floor, was 
revitalized with a new look and re- 
modeled interior and is now being 
used as a sales wedge to encourage 
farm renovation. 

“As with many communities, dur- 
ing the past five years our efforts 
have been concentrated on city home 
construction, with the farm trade tak- 
ing a secondary spot,” admitted Eve- 
ritt’s manager, “Red” Sanford. 

“When we had a chance to remod- 
el a barn, we felt it was a golden 
opportunity to reach the farm trade.” 

Bought complete service. “When 
Ray Voerding approached us with his 
modernization plan we offered him 
complete service on his job, even ar- 
ranging for items and equipment we 
don’t normally handle. 

“Equipment and supplies, such as 
milkers and electrical work, were sub- 
contracted by us and included in the 
package job. In return, we were giv- 
en an opportunity to use the barn for 
promotional purposes.” 

The total renovation bill was $4,- 
000, of which approximately $2,000 
was for items normally handled by a 
lumber yard—lumber, rock lath, plas- 
ter, paint, aluminum windows, corru- 
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gated roofing, cement and plywood. 
The balance was electrical, plumbing 
and milking equipment. 

“To secure milkers,” added San- 
ford, “all we did was contact the lo- 
cal milk producer’s association which 
worked cooperatively along with the 
plumbers and electrical sub-contrac- 
tors. 

“We explained our ‘open barn’ 
plans to the farmer, telling him that 
with the help of our sub-contractors 
we were going to furnish free cof- 
fee, donuts, ice cream and treats to 
his neighboring farmers. He agreed 
and we then went ahead with our ad- 
vertising program.” 

Special promotion. Two days of 
radio spots, newspaper ads and broad- 
sides (illustrated) mailed to 500 farm- 
ers were used to promote the event. 
Plumbers and electrical sub-contrac- 
tors met part of the advertising cost 
and furnished refreshments. 

Everitt Lumber secured four firm 
orders during the first hour and the 
day ended with more than 1,000 reg- 
istrations for the free picnic table 
drawing. 

Between $50,000-$75,000 in new 
sales is expected from the promotion. 
The firm’s recommendations for sell- 
ing the farmer include: 

1. Sell the completed building—not just 
the materials. Save farmers the trouble 
of shopping around for the rest of the 


order. Furnish your own erection crew— 
arrange the financing and present a com- 
plete drawing of the project. 

2. Determine the farm needs in your area 
and concentrate on this phase of business 
first. In our area it has been five years 
since farmers improved their utility build- 
ings. 

3. Farmers want facts. It’s important to 
tell them what building renovation will 
do for them, but much more dramatic 
if you show them. 

4. Work with your county agent, your 
state agriculture college and other agen- 
cies to incorporate the latest and most 
feasible ideas for the farmers’ use. These 
agencies know the farmers’ problems. If 
you can aid them in bettering their lot 
through a renovation, or new building, 
they are always ready to listen. 

5. Be sure to have the necessary com- 
ponents and be able to give the farmer 
a rush job when necessary. This is a 
good way to establish your reputation. 


FARMER RAY VOERDING is obviously 
pleased with the ‘Open Barn"’ program 
under the direction of Everitt Lumber Co. 
representatives Art Schaffroth and Jim 
Odle, left. 
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lumber arrives 
first 
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... order with this sticker 


By now, you’ve probably received your free supply of stickers from NRLDA — which sug- 
gests you attach one to each order for unitized carloads of lumber. Any yard, any size, can 
go “first class” and save by ordering random-length lumber Unitized in the Southwest 
System. Individual lumber units match any fork-lift capacity from 2 to 8 tons. You get prac- 
tical footages, plus actual tally on each package. In every way, the SFI Lumber Unitizing 
System meets standards adopted by NRLDA. Investigate! Return coupon to office nearest 
you for complete details. 


SOUTHWEST FOREST INDUS/RIES, INC. 
on ew Se } | Western Region Sales: 411 N. Central Ave., Phoenix, Arizona 
[ | ) ) ' | folini Eastern Region Sales: 135 S. LaSalle St., Chicago, Illinois 
| | | ~ F i} 
Pied d | | 


| 

 |UUU UU LO | 
.-_/ LUMBER SYSTEM Name | 
| 

| 


Please send new wall chart on ‘’SFI Unitized Lumber System’ 


Firm 


ifouthwest “a 


USTRIES ity_ Zone State 
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_ WHAT'S NEW IN MATERIALS HANDLING 


Yard Layout Conversion 
Designed to Cut Costs 


e A past-president of the National Retail Lumber Dealers 
Assn. adopted new methods over three-year period. 
Lessons from yard conversion told in this article. 


Dimension handling savings alone is estimated at $5 per M. 
Component manufacturing integrated into yard layout. 
Efficient layout also helps to serve firm's cash-and-carry 


customers. 


CANTON, OHIO 
AUL DEVILLE has long had 
many ideas on how to improve 
handling of materials. However, as 
president of DeVille Lumber Co., he 
wanted to put them into effect grad- 
ually, feeling his way until he could 
completely change over the yard for 
use of materials handling equipment. 
DeVille would get an idea, discuss 
it, have a sketch made and try to iron 
out the bugs before having the final 
plan made to put into operation. When 
the first plan was completed three 
years ago, DeVille purchased his fork 
lift truck of 3'2-ton capacity. Now, af- 
ter a beginning in January, 1958, the 
yard conversion is complete, except 
for last minute tidying up. 
“Believe me, if it weren't for the 


excellent assistance of U. S. Gypsum’s 
advisory service and their working out 
final plans for me, we couldn’t have 
accomplished the job we did,” De- 
Ville said. “Because of a few ideas 
that came to me as we went along, I 
changed the plan slightly, but basical- 
ly it’s what the professionals worked 
out for us. Jim Wright, materials 
handling director of NRLDA, gave 
me some pointers, too.” 

How it was done. The area across 
the street from the store-office build- 
ing-warehouse was sunken and con- 
tained two old buildings. DeVille had 
a steep hill behind the warehouse bull- 
dozed down and the earth moved to 
fill in the sunken area. The old build- 
ings were torn down. Then all lumber 
was stored on that plot of ground, 


while new pole sheds were erected. 

“I designed these three 32’x80’ pole 
sheds myself,” DeVille explained. ‘‘In- 
stead of the regular 28’ span, I worked 
out a way to make the roofs 32’ 
wide, adding 4’ extra for storage. I 
will be happy to give the plans to any 
dealer who wants to erect similar 
sheds. All he has to do is write me.” 

DeVille worked out an idea on 
asphalt shingle storage and put racks 
at one end of each pole shed for that 
purpose (see diagram). Fir guttering 
and long stock is stored on 6’ wide 
racks surrounding each pole (set 8’ 
0.c.) to fully utilize space. Telephone 
boxes are attached to every building 
in the yard, all of which have radio 
communications, 

Component building. Next DeVille 
put in a cement floor for a 40’x145’ 
component manufacturing and _stor- 
age building. Docks were made for 
both truck bed loading height and 
ground level loading. Double gates 
permit the largest semi-trailers to be 
backed into the area 

“After we got the floor in, we erect- 
ed concrete block wails,” DeVille ex- 
plained. “Then we moved in our truss 
jig and built our own trusses, hoisted 
them up and put them in place. Finally 
we roofed in the building. We built 

(continued on page 62) 


ing page) show how former sunken area was filled in, old buildings torn down and new sheds 
erected. Scene on facing page shows mill building in rear where hill was bulldozed to pro- 


vide space and fill. 
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NEW MILL AND STORAGE BUILDING at DeVille Lumber, Canton, Ohio, above left. A hurdle 
used in this building (above right) was designed by Paul DeVille to help lift truck hoist mate- 
rials to mezzanine above each end of work floor. 
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Yard Layout Conversion 
(begins on page 60 





it from the bottom up.” 

Alternate. As new materials came 
into the yard, they were placed in the 
new storage area. At the same time, 
the items that had been moved across 
the street were used in deliveries. At 
last everything was in its proper place 
for storage and handling. 

Then DeVille erected an 85’x100’ 
mill and storage building in the bull- 
dozed area. Items used in manufac- 
turing are brought into the structure, 
lifted across a special hurdle (see pic- 
ture) to the mezzanine and then stored 
there. Planers and other machines oc- 
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cupy the center floor area. 

“However, this end of the business 
is dying out,” DeVille said. “People 
don’t want to be bothered with archi- 
tectural millwork any more.” 

Savings. DeVille believes he saved 
hundreds of dollars in making the 
yard conversion. The changeover is 
too new to ascertain total dollar sav- 
ings, but handling of dimension has 
been reduced $5 per thousand sq. ft. 
DeVille warns that most dealers, in 
erecting new storage sheds, don’t al- 
low enough space for roadway be- 
tween them. He says you also need to 
provide for pallet storage space and 
space for short piling strips. 

“Have an overall plan before you 
start yard conversion,” DeVille states. 
“Otherwise you’re bound to do some- 



































i 
PLAN 
LUMBER BUMPER invented by DeVille 
three years ago to permit faster unload- 
ing of unbanded dimension from box- 
cars. 


LEGEND: J—3/8”x3” flat bar; K—2x2; 
L—3,"x4’x8’ plywood; M—3x3; N— 
YW"x1Y%” flat bar; O—5/16”x1¥)” 
carriage bolts; P—3/8”x3” flat bar. 


thing wrong. You must consider ap- 
proaches, gates and find multiple uses 
for your fork lift. 

“Stack close together materials that 
go to make up normal loads. Too 
many dealers have yardmen running 
back and forth getting materials. Have 
rim plate, joists, subflooring, bridging 
and nails along the same storage alley. 
In your first plans, consider storage 
of items you don’t normally think of. 
It'll save a lot in the long run.” 

Men aware of savings. DeVille is 
convinced that yardmen are aware of 
the savings in materials handling. In 
the course of their daily work, they 
think of new ways to use the fork 
lift, saving time and money. As an 
example, when the pole sheds were 

(continued on page 65) 
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Sell the modern beauty of block!—and Dur-o-wal to make it 


an twice as strong! 


more th 


When reinforced every second 
course with Standard Dur-o-wal, 
the flexural strength of a masonry 
wall increases 71 per cent—com- 
parable to other types of rein- 
forcement used every course. But 
Dur-o-wal can do even better. 
When Extra Heavy Dur-o-wal is 
used every course with Class A 
mortar, flexural strength increases 
a mighty 261 per cent! 

Those are solid facts—facts you 


can use to sell a load of Dur-o-wal 
with every load of block, for im- 
portant extra earnings. 

Builders everywhere are turn- 
ing to Dur-o-wal’s trussed design, 
butt-welded construction, scien- 
tifically deformed rods, to give 
good-looking modern masonry 
extra years of life. Wherever 
you’re located, Dur-o-wal means 
business! Tell your customers to 
see us in Sweet’s Catalog. 


DuUR-O-waL 
Masonry Wall Reinforcement and Rapid Control Joint 


RIGID BACKBONE OF STEEL FOR EVERY MASONRY WALL 


DUR-O0-WAL MANUFACTURING PLANTS 
@ Dur-O-waL Div., Cedar Rapids Block Co., CEDAR RAPIDS, IA. @ Dur-O-wal of Ill., 260 S. Highland Ave., AURORA, ILL. 


e Dur-O-wal Prod., Inc., Box 628, SYRACUSE, N. Y. 


@ Dur-O-wal Prod. of Ala., Inc., Box 5446, BIRMINGHAM, ALA. 


e Dur-O-wal Div., Frontier Mfg. Co., Box 49, PHOENIX, ARIZ. @ Dur-O-waL of Colorado, 29th and Court St., PUEBLO, COLO. 


@ Dur-O-wal Prod., Inc., 4500 E. Lombard St., BALTIMORE, MD 


@ Dur-0-waL Inc., 1678 Norwood Ave., TOLEDO, OHIO 


@ Dur-O-wal Ltd., 789 Woodward Avenue, HAMILTON, ONTARIO, CANADA 
Circle No. 27 on Handy Cover Card 


Two engineered products that meet a need. 
Dur-o-wal reinforcement, shown above, and Rapid 
Control Joints, below. Weatherproof neoprene 
flanges on the latter flex with the joint, simplify 
the caulking problem. 





YARDMAN SWINGS PRECUT 
RAFTERS, purchased from Wood 
Components, Inc., from storage 
(above) to new component 
manufacturing and storage 
building (above) at DeVille 
Lumber. Towmotor lift truck 
(3%-ton) has side and swing 
attachments. 
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STORAGE SPACE was gained when dealer Paul DeVille de- 
signed 32’x80’ pole-frame shed for dimension storage. The D ve 
asphalt shingle bin, pictured above and sketched at right, 
stands at rail side of each of three pole sheds. 











ae RAD 
1411 IX" 
FF? 


PLAN 


LEGEND: A—three 5/16”x5” bolts; B—2x6 brace on back 
only fastened with six 3/8”x5” lag bolts; C—spike 2x4 to 
4x4 with 16d common nails; D—1x4 hardwood; E—2x6 
brace; F—4x4 fir; G—1x4 hardwood; H—two 3/8”x8” 
bolts; I—2x6 brace on back only. 
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Yard Layout Conversion 
(begins on page 60) 





built, an operator asked, “Why not 
use the lift truck to set the poles?” 
It was done. The trucks moved the 
poles to position and helped hold them 
in place while being set. Sheathing 
and trusses were all moved by lift 
truck. 

“One thing I teach our boys to 
watch for,” DeVille said, “is to take all 
old stock out of the stacks when new 
material comes in. After the new stuff 
is set, then move the old material in 
to avoid using only newer items.” 

DeVille instructs his lift truck 
operators not “to ease up on loads.” 
There is no backing and filling. They 
move right up on a load. If it is 
somewhat off center, the sideshifter 
adjusts the load and the operator 
moves away swiftly. DeVille finds 
there is little or no damage. 

“You can’t get full use from your 
mechanical handling if you ease up to 
loads,” DeVille advises. “We haven’t 
had $100 in damaged material in three 
years.” 

C&C. DeVille Lumber Co., in a 
hot cash-and-carry market, offers 
charge-and-delivery, charge-and carry 
and cash-and-carry options. C&C cus- 
tomers call in their orders and arrive 
to find materials have been lifted from 
storage and piled together. Yardmen 
load the customer’s truck within 15 
minutes instead of the usual 1% to 
3 hours. 

Lumber bumper. To facilitate un- 
loading cars of unbanded dimension, 
DeVille invented what he calls a lum- 
ber bumper. A steel frame 4’x8’, it is 
marked off according to standard 
packets. A double length of 2x4 is 
placed in front of the bumper to hold 
lumber high enough so it can clear 
after the lumber is stacked. 

“We unload unbanded cars quickly 
with these things,” DeVille explained. 
“We use scrap for blocking, and di- 
mension piled lengthwise against this 
bumper is kept even both sideways 
and endwise. 

“Have spacers ready before unload- 
ing, and don’t permit them to stick 
out,” he advised. “That stops you 
from getting storage three and four 
piles deep in the shed. After a car is 
unloaded, the materials can be banded 
and lifted into storage. Two men can 
unload and strap a standard 35,000- 
ft. car within 18 hours this way.” 


Packaged Unloader 


A new motorized, packaged unloader 
for building materials is self-contained, 
comes fully wired with all controls in 
place. Model T-SP’s boom has a 365° 
turning radius and maximum load capac- 
ity of 4,500 Ibs. Unit can be bolted to 
truck or trailer bed and have a reach 
from truck center of 16’. A pushbutton 
provides fingertip control for fork to 
reach to an excavation as deep as 13’. 
Price is $5,600 f.0.b. Side-O-Matic Un- 
loader Corp., Box 1561, York, Pa. 
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Prebuilt 
Housing 


Will Affect 


Your 


Business 


WHETHER YOU LIKE 
IT OR NOT. 


The most comprehensive, authoritative and timely report of the 
year for building materials distributors and dealers on the trends 
in prefabrication of components and brand-name houses. In- 
cludes details of three fabrication programs by leading building 
materials and sash-and-door wholesalers. 


Don't miss this important staff report, reprinted from A.L. & 
Building Products Merchandiser. 


FIFTY CENTS A COPY 
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| WHAT’S NEW IN MATERIALS HANDLING 


Expert Spots 
Materials Handling 
Trends 


J. D. May 
United States Gypsum Co. 


Interview with 


Q. What problems do building materials dealers en- 
counter when they convert to mechanical materials 
handling? : 

A. It’s fairly standard that dealers find mechanical 
handling requires a changed yard setup. The dealer should 
plan his layout so materials can be quickly moved from 
the rail spur or line in a straight line to storage. Lumber 
bins have to be modified. The prevailing trend is to pole- 
type sheds which permit efficient fork lift maneuvering. 


Q. Do you think all dealers should change over to me- 
chanical handling? 

A. Not necessarily. The dealer should analyze his pre- 
sent handling costs. We have found that a great many 
lumber dealers don’t know them. After carefully checking 
costs and determining his breaking point over a period of 
time, the dealer can then make up his mind whether it’s 
expedient to convert to mechanical handling or not. In 
some situations, there is no reason to change over. 


Q. What is the trend in fork lift truck size and capacity? 


A. We find that a large number of building materials 
merchandisers are considering larger pieces of mechanical 
equipment. Handling new 22’ and 24’ lengths of gypsum 
board, for example, requires a higher-load capacity lift 
truck with a wider carriage. Use of a 2-ton truck has 
definite limitations with this added size and volume. There 
appears to be a definite trend to 3-ton and 4-ton trucks. 


Q. Many dealers shy away from ordering strapped 
lumber and building materials because of the premium 
charge. Isn't that a bottleneck in effective mechanical 
handling? 

A. I think that has been broken. An increasing number 
of manufacturers are advertising that they will ship banded 
loads at no extra cost. Surprisingly enough, a great many 
dealers fail to order strapped materials. We have a data 
sheet they can use so that manufacturers can ship unitized 
loads according to the individual dealer’s facilities. 
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Exclusive 

U.S. Gypsum Co.’s “talking yard” dis- 
play at the last National Retail Lumber 
Dealers Assn. convention aroused a lot 
of dealer interest. Since that time, the 
display has been booked for 12 state 
and regional association conventions, in- 
dicating the increasing awareness of lum- 
ber and building materials dealers in new 
yard layout and materials handling. 

USG has offered retailers a materials 
handling advisory service since 1949. 
Since then more than 3,000 dealers have 
utilized the service. Between 35% and 
40% of those surveyed have converted to 
new yard layouts and mechanical ma- 
terials handling. 











Q. Do you think there will be more lumber shipments 
by flatcar? 

A. Right now there are more shipments by 2-door 
boxcars. If the cost of covering kiln-dried lumber on flat- 
cars is solved, there probably will be more shipments by 
that method. We are shipping more gypsum board by flat- 
car now, but that’s a different matter. 


Q. Can a retail dealer effectively change over his yard 
to mechanical handling piecemeal, or should it be done 
all at once? 

A. As long as the dealer has a planned objective, he 
can convert over a period of time and stay within the 
limits of his budget. Very often, when the materials han- 
dling set-up has been modernized, the lumber dealer finds 
his merchandising area is outmoded. So he modifies the 
store to increase floor traffic. It can be done either way— 
starting at the front and working back, or starting at the 
back of the yard and moving forward. It’s all according 
to what the dealer can cope with at the time and what 
his wishes are. 


Q. Is there any special advice you give to building 
materials dealers converting their lumberyard to mechani- 
cal handling? 

A. Yes. We seriously recommend that one of the first 
things the dealer should do—and many fail to do—is to 
blacktop all area where trucks will operate. It increases 
efficiency, keeps materials out of the mud and saves on 
vehicle maintenance. 


Q. What do you recommend to dealers so they can get 
the utmost economy in mechanical handling? 

A. It’s surprising how many lumber dealers purchase 
a fork lift truck, then only use it an hour or two a day. 
That’s a mighty expensive capital investment to be sitting 
around doing nothing. We recommend dealers order lum- 
ber, plywood, steel, board products and so on unitized or 
palletized and make full use of a fork lift all day long. 
Saving money in handling costs is just as effective a way 
to increase profit as increased sale of materials. 
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"We've discovered 
a new sales 
volume in 


UTILITY GRADE. 
WEST COAST 
LUMBER” 


says Manager 


ERNEST JACOBSEN, 
LAKESIDE LUMBER CO. 


Trendselling UTILITY GRADE 


utility § WEST COAST LUMBER 


grade 


“We started stocking Utility grade dimension and shiplap five months ago 
and today it is our most profitable volume item.” 
You, too, will discover Utility grade West Coast Lumber gives you a realis- 
tic markup. It provides your builder customers with a profitable framing 
lumber that maintains reputations for quality construction. * 
Sell Utility grade West Coast Lumber for floor joists, wall framing, sub- 
Just off the press! Full flooring, ceiling joists, rafters, laminated roof decks and plank roofs.* There 
of application pointers is a place for Utility grade West Coast Lumber in every type of quality con- 
and building facts" struction .. . residential or commercial. 


*When used in accord 

When wed in eccordonce WY EST COAST LUMBER 
ty Standards for One and West Coast Douglas Fir * West Coast Hemlock * Western Red Cedar * Sitka Spruce * White Fir 
Two Living Units, FHA Bulle- 


tin No. 300. West Coast Lumbermen’s Association - 1410 $.W. Morrison St., Portland 5, Ore. 
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WHAT’S NEW IN MATERIALS HANDLING 


Stanley Steel Strapping Div., the Stanley 
Works. 


A. J. Gerrard & Co. 











Signode Steel Strapping Co. 


New Data on Lumber Strapping 


The alert dealer straps packages for storage and delivery. 
Unitized trend brings strapped lumber from mills. 


OSTS OF STRAPPING LUM- 
BER and building materials loads 
vary for many reasons. Costs indi- 
cated are not necessarily an average 
for the industry, but are a means to 
establish a base so a retail dealer can 
analyze his own strapping possibili- 
ties.* Experts point out that the prin- 
cipal uses of strapping in the lumber 
industry are: 
1. To economically brace 
shipped to the dealer. 
. To protect materials while in 
transit. 


. To increase mechanical handling 
efficiency in the yard. 
. To increase safety of materials 
in storage. 
. To speed up delivery loading and 
unloading. 
* Information from the National Retail 
Lumber Dealers Assn. strapping committee 
(representatives from Acme Steel Co., Sig- 


node Steel Strapping Co. and U.S. Steel Sup- 
ply Div., U.S. Steel Corp.). 


loads 
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Boxcars. In unitizing at the car door, 
lumber may be strapped for about 
16¢ per thousand bd. ft. The cost of 
strapping boxcar loads for shipment 
is approximately 17¢ per M with 3,- 
064 bd. ft. per car used as the cost 
base. Variations in cost reported 
ranged from $2.68 to $6.59 per car. 


Flatcars. In strapping flatcar loads 
of lumber for shipment, the cost was 
9¢ or 10¢ per M. Costs varied from 
$3.71 to $4.31 per load for the pro- 
posed AAR Figure 6B stakeless float- 
ing method. Either %4” x .035 and 
1-4” x .035 strap or 8-gauge wire 
and 1-4” x .035 strap is used. 


Delivery trucks. Cost of strapping 
8,064-bd. ft. loads for dump delivery 
ranged between 6¢ and 12¢ per M de- 
pending on job site dumping condi- 
tions. Usually two %4” x .035 straps 
or the equivalent in smaller straps or 
wire are used. 

Strapping costs varied from 8¢ to 


20¢ per M in strapping 8,064-bd. ft. 
loads for rolloff delivery. Normally 
two 1-%4” x .035 flat steel straps or 
the equivalent in 8-gauge wire are 
used. 





BUYERS’ GUIDE 
STEEL STRAPPING 


Acme Steel Co., 135th & Perry, Chicago 27 
ag og ! Steel Band Co., Box 716, Pitts- 


urgh 
a Steel Div., Griswold St., Warren, 
A. J. & Co., 400 E. Tuohy Ave., 


Des Plaines, Ill. 
Gerrard Steel Strapping Dept., U.S. Steel 
teel Corp., 208 S. La- 


Supply Div., U.S. 

Salle St., Chicago 4 

— Steel Wire Co., Crawfordsville, 
nd. 

Signode Steel Strapping Co., 2600 N. Western 

ve., Chicago 47 

Stanley Steel Strapping Div., Stanley Works, 
1305 Corbin Ave., New Britain, Conn. 

U.S. Steel Corp., 525 Wm. Penn Plaza, Pitts- 
burgh 30 


NONMETALLIC STRAPPING 

American Viscose Corp., 1617 Pennsylvania 
Blvd., Philadelphia 

Allied Equipment Sales, 944 Nepperhan 
Ave., Yonkers, N.Y. 

aot aning Co., Div. of Norton Co., Troy, 


A. J. Gerrard & Co., 414 E. Tuohy Ave., Des 
Plaines, Ill. 

Minnesota Mining & Mfg. Co., 900 Bush Ave., 
St. Paul 6 
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Strapping Expert Answers 
Dealer Questions 


E. P. “Ed” Naumes, manager of industry sales develop- 
ment, Acme Steel Products Div., Acme Steel Co., Chicago, 
is considered an expert in lumber strapping. Here are 
some of his ideas on banded shipments, indicating prob- 
able trends in lumber handling for the coming year. 

Q. What trends do you foresee in packaging and 
materials handling in 1961? 

A. The increasing market for packaged lumber in 1961 
is recognition of the merits of mechanical handling. The 
growing interest in packaging methods serves to confirm 
the advantages that the pioneers saw and acted upon 
several years in advance of the entire industry. The present 
trend is not confined to any one lumber market or to 
only one lumber producing area. 

Q. How has this developed? 

A. As a forerunner of the latest methods, the lumber 
bundling and bracing procedures fell far short of the de- 
velopments within the last- five years. In those days, the 
interlace band securement principle had not been dis- 
covered and shipping packaged lumber in boxcars was 
merely a concept of things to come. At that period of de- 
velopment, packaged lumber frequently got a black eye 
because it was beautifully packaged at the mill but did not 
remain intact until it reached the consignee. 

Q. How did they overcome that? 

A. Improvement in delivery of packaged lumber in 
uniform lengths as unitized at the point of origin has led 
to renewed interest and broad acceptance of the idea ex- 
pressed by the term “mechanical handling of packaged 
lumber.” The change consists of delivery of lumber in units, 
intact, without excessive shifting in transit, without coring 
and without distortion or disintegration of the packages 
in transit. 

Q. What is your analysis of this? 

A. If we are going to analyze the current trend toward 
unit handling, it is necessary to consider the industrial 
market as well as the construction market. It is also well 
to size up both the shipping and receiving. Then we must 
add two more factors. They are shipments via rail on 
flatcars and in boxcars. The point of interest noted in 
considering purchases of large industrial consumers is their 
reaction to the idea of receiving packaged lumber in 
boxcars. 

Q. Haven't they liked such shipments? 

A. Yes. Specifying delivery of unitized lumber on flat- 
cars has been standard practice for a long time insofar 
as certain grades of lumber for crating or blocking pur- 
poses is concerned. However, many industrial consumers 
preferred the advantage of shipment in boxcars because 
there were no moisture, dust or weather problems. They 
were willing to pay a high price for unloading each piece 
of lumber by hand. 

Q. That is changing, isn’t it? 

A. Yes. In many industries, such as prefab home 
manufacturing, receivers are realizing substantial savings 
by purchasing packaged lumber shipped in double-door 
boxcars. Mechanical unloading has resulted in substantial 
savings and the lumber is not subjected to weather or 
elements that will harm its appearance and quality. 

Q. What about lumber dealers? 

A. A parallel case is noted in studying the handling 
methods of lumberyard operations. Fast, mechanical un- 
loading is combined with simplified storage, tallying, load- 
ing and delivery truck or rolloff truck and fork lift truck 
handling at the jobsite. Many yards strap lumber in bun- 
dies as it is unloaded by hand. This operation is also un- 
necessary when the units are strapped at the production 
line and shipped intact to the consumer. Sales are in- 
creased and yard expense diminished by eliminating num- 
erous deliveries in small lots. Frequently the customer is 
willing to buy a standard package rather than something 
less than a unit, saving money on both price and book- 
keeping. 
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YOU CAN ADD 





A COMPLETE 





DESIGN 





STAFF 








Without Putting Anyone 
On The Payroll! 


LIVING For Young Homemakers’ new 4-D program 
gives you a professionally trained staff of artists, archi- 
tects, interior designers. At your Service. When you 
need them. 

Every 4-D design package is individually prepared 
to your order...including customer color and ap- 
pliance design choices, cost requirements. Blueprints 
and color or black and white renderings are planned 
to specifications you provide. 

Gives New Dimension to Your Selling 
1. 4-D helps you capitalize on profitable “package” 
business. Customers see how their new kitchens, baths, 
family rooms will look, know how much they will cost. 
2. 4-D helps you “trade up” appliance and materials 
purchases. 4-D design packages quickly give customers 
the “big picture,” bring piece-meal purchasers back for 
more. 
3. 4-D gives you prestige of national magazine tie-in. 
Four times yearly the names of 4-D participating 
dealers will be listed in big double “spread” ads in 
LIVING itself. 
4. 4-D helps you promote. 4-D dealers receive display 
materials prepared by LIVING’s own promotion staff, 
plus press releases, scripts, advertising mats. Regional 
4-D sales training schools are co-sponsored by LIVING 
and local NRLDA affiliates. 

You Can’t Afford Less than 4-D 

A service charge of $60 a year is all you pay for 4-D 
participation, including your listing in LIVING’s four 
big 4-D ads, and all of your 4-D promotion material. 
So put LIVING’s design staff to work for you, and add 
real sales closing power to your own selling program. 





LIVING For Young Homemakers’ Design Center, Dept. (M) 
575 Madison Avenue, New York 22, New York 


(1 I am enclosing a check or money order for $60 
to cover a full year of participation in LIVING For 
Young Homemakers’ 4-D Design Program. 


(] Please bill me. 


My Name 
Address 
City State 
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* 
i 
* 
° 
Firm name to appear in LIVING cnaainmadiaiemaniiadadaiay e 
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4 WHAT'S NEW IN MATERIALS HANDLIN 
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How Lift Trucks Can Affect Your Profits 


ATERIALS HANDLING specialists estimate that 
lumber and building materials dealers can slash 
yard labor costs 25% through use of a fork lift truck. A 
National Retail Lumber Dealers Assn. materials handling 
committee study indicates the purchase of a lift truck can 


‘ 4 prs 
a te eh bie 


PIPE ON PALLETS—By handling cast iron pipe on special pal- 
lets with a Clark fork lift truck, Yeary’s lumber and building 
materials company in Jasper, Tex. reduced yard space and 
speeded order picking. Pipe is handled on 3’x5’ pallets with 
side supports by the 4,000-lb. capacity lift truck. Palletizing 
has reduced the area required for pipe storage by 40%, 
dealer says. Other pallets, 3’x3’ and 4’x8’, are used for other 
materials and products. 


be amortized within one year. This reasoning is based on 
elimination of one employe and one delivery truck. 
Year’s wages at $2 per hour $4,000 
Fringe benefits 240 
Vacation pay 160 
Lost time makeup 100 
Delivery truck cost 4,400 
Total $8,900 


Total cost of the operation of a fork lift for one year 
was calculated to be $8,500. Thus the study showed a 
first year savings of $400 for the overall picture. 

Actual costs. NRLDA’s committee also gathered un- 
loading cost figures from dealers around the country. 
They make a comparison in the cost of unloading from 
various types of carriers with different size lift trucks. 


* Single door boxcar—manual 
(Lumber graded and stacked as it is 
unloaded) 

Single door boxcar—manual 
(Lumber not graded or strapped during 
unloading) $1.17 
Single door boxcar—mechanical 

(McCracken packet and 2-ton lift truck) 

Plug door boxcar—mechanical 

(Standard units and 2'%4-ton lift truck) 
Double door boxcar—mechanical 

(Standard units and 714-ton lift truck 

with extension) 

Flatbed truck—mechanical 

(Using 2-ton lift truck) 

Flatbed truck—mechanical 

(Using 4-ton lift truck) 

Flatcar—mechanical 

(Stakes holding load) 

Flatcar—mechanical 

— floating method and 2'2-ton 

lift) 

Flatcar—mechanical 

(Stakeless method and 6-ton lift truck) .054 

Further advantages accrue from use of a lift truck of 
the proper size, the committee pointed out. At least 3- 
ton capacity is recommended. Benefits include: 

Vertical stacking of materials at no extra cost 

Increased storage space through higher stacking 

Faster release of boxcars and trailers 

Elimination of congestion in the unloading area 

Reduction in damaged merchandise 

Greater flexibility in the operation 

Better morale among yard employes 

Faster and improved service to customers. 

Storage cost. Yard storage space is figured by experts 
to cost 50¢ a sq. ft. per year. Because it costs as much to 
store one unit high as higher, space expense drops in 
proportion to the number of storage units. Therefore, total 
cost of four 4’ units of space is $8. Per unit cost would 
be $2. Eight storage space units would be only $1 per unit, 
12 units, 66¢ and 16 units, 50¢ per unit. 


$1.65 per M 
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TRUSS BUS—Completed roof trusses get a ride from the Trendway Inc. factory in Crystal Lake, Ill., by an International 340 tractor 
equipped with a Harlo forklift. Since the purchase of the equipment, plant manager estimates that time has been cut 50% to 75% 
from the former method which used a pole handling truck. Increase in truss and wall panel component fabrication by building ma- 
terials merchandisers steps up need for modern materials handling equipment. 





UNITIZING TERMINOLOGY 


A new standard terminology has been suggested for 
strapped lumber. When referring to such units, the Na- 
tional Retail Lumber Dealers Assn. materials handling 
committee recommends that all segments of the forest 
products industry use these terms. 

PACKET describes board or dimension lumber strap- 
ped to form either the 2’x2’ packet put up by various 
mills or the regular McCracken packet. 

STANDARD UNIT ‘describes a 4’x2’ unit of a pre- 
scribed number of pieces of board or dimension lumber 
strapped in a set number of pieces wide and high. 

2x3 240 pcs 16W x 

2x4 180 12 x 

2x6 120 } 
2x8 90 
2x10 75 
2x12 60 
3x4 108 
3x6 be 


3x8 54 ve aay 
3x10 45 STORAGE TO DELIVERY—Retailers now strap loads of lumber 


og Ma. os and other building materials in the yard for delivery to con- 
- 2 ; - X struction site, as pictured above, using fork lift i 
Strapped in standard units, 1” boards are stacked 30 ” eictincl neta nther ease ry 
pieces high. 
_ PACKAGE describes two standard board or dimen- 
sion units placed one atop the other and strapped togeth- 
er. A package may be subdivided into packets or in any 
way agreed upon by manufacturer and wholesaler or 
retailer. 


RAD ONLRUDAC 
mm mo OO 
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DELIVERY OF JAG LOADS and 8’ packaged loads of flooring, 
studs and plywood was solved by Gates Lumber, Janesville, 
Wis., with specially-designed truck above. It can be used with 
fork lift equipment. A dumping drop of only 6” is featured 
and the bed design eliminates need for blocking under load. 
Side stakes fit into pockets to secure loads during transit. 
Chain ties can be fitted into the center of the load bed to se- 
cure loads. Several deliveries can be made to different job 
sites on the run. 
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“NEVER A 
STRUCTURAL 
FAILURE WITH 
GISMO GUSSETS” 


THE AMAZING 


Gio GUSSET / 


Roof trusses made with 
Gismo Gussets meet all 
local building codes, the 
standards of the Interna- 
tional Conference of Build- 
ing Officials, and Engineer- 
ing Bulletin No. SE-258, 
published by the Architec- 
tural Standards Division of 
the Federal Housing Ad- 
ministration. 


WHAT IS A GISMO GUSSET? ® 
A Gismo Gusset is a 20-gauge galvanized steel plate stamped with teeth-like 
plugs. Each plug is made up of four triangular teeth. The top 1/3 of each tooth 
is extruded to aid in pressing into the wood. 


HOW ARE GISMO GUSSET TRUSSES MADE? 


Gismo Gusset trusses are made in an accurate assembly jig using ‘‘stress'’ grade 
lumber. Gismo Gussets are firmly embedded into both sides of each joint of the 
truss by means of a mechanical roller press. Upon entering the wood, the gusset 
teeth are deflected, each tooth taking a bite into the lumber—a bite that won't 
let gol 





for more information fill out coupon 


Truss Prefab, Inc. 


P. O. Box 113, Colorado Springs, Colo. 
P. O. Box 337, Canfield, Ohio 
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WHAT’S NEW IN MATERIALS HANDLING 





Float Lumber Loads 
On Flatcars 


HERE HAS BEEN a lot of talk within the forest 

products industry recently about the new stakeless 
floating method of shipping lumber on flatcars. Of course, 
there is really nothing new about flatcar shipments, but 
some materials handling experts are predicting a trend to 
ordering unitized loads using the proposed Fig. 6B meth- 
od 


Tests. Several mills have run test shipments using the 
6B stakeless method now under consideration by the Assn. 
of American Railroads. Dubbed Fig. 6B because it is a 
modification of loading illustration 6 in the AAR manual, 
the method permits a load of strapped lumber to “float 
free” on the flatcar. 

Rather than having stakes on each side of the load to 
hold it in place, the new method eliminates the stakes and 
lumber is restrained by a guide rail on either side. No re- 
straints are placed at load ends. 

Not approved. Although the AAR has not yet approved 
the stakeless Fig. 6B method of shipment, acceptance may 
come within a few months. One western railroad has 
shipped many loads in that manner, but AAR approval is 
necessary to test or ship on interconnecting lines. 

Problems. Materials handling experts point out one dif- 
ficulty in using the new Fig. 6B method. A great many 
railroads refuse to roll flatcar loads of lumber at night. 
There is danger of damage to facilities and equipment. 
This prohibition extends shipping time up to three times as 
long as by boxcar. 

In addition, kiln-dried lumber must be packaged for 
flatcar shipments to prevent water-logging. Strong paper 
wrapping increases the load charge $1 or more for each 
thousand feet. At least one wrapping manufacturer is 
working to produce a cheaper package for open ship- 
ments, but no breakthrough has yet been announced. 











REPRINT SERVICE — Building Materials Merchandiser 
LEARN ALL ABOUT 


Cash & Carry 


Lumber & Building Materials Yards 


@ Award-winning field reports from this 
magazine now available in a 1961 trend 
reprint—$1 a copy. 

@ Send remittance with order to: Reprint 


Editor, Building Materials Merchan- 
diser, 59 E. Monroe, Chicago 3, Illinois. 
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From the Second Home Market 
Potlatch shows you how 


Potlatch's ‘‘Free-Time'’ Home Promotion and “Free-Time”’ Home Plan Idea 
Book will put you right in the middle of the profitable second home market. 
The Plan Idea Book includes 21 plans that your customers will want. Each 
plan is designed to make building simpler and easier. Get in on this profitable 
lumber promotion by taking advantage of our coupon offer today. 


symbol of 


POTLATCH FORESTS INC. quality 


GENERAL OFFICES e LEWISTON, IDAHO since 1906 


LOCK-DECK 


The new laminated 
tongue-and-groove 
building material —— SEND FOR FREE MERCHANDISING KIT 
gives you: ¥,..% | 10 get all the facts on how you can profit 
e More structural fhPeles from Potlatch's ‘‘Free-Time’”’ Home Pro- 
strength sree onsen motion mail coupon today... it’s FREE! 
e Better insulation POTLATCH FORESTS, INC. « Lewiston, Idaho 
Please send Merchandising Kit. 





———s 











e Beauty of natural AL-MY 


wood interiors 
. Name 
e Fast, economical 


construction Address 


City. _Zone___ State 





Check which you are 
(Architect (Builder []Wholesaler [_]Dealer 
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CAR SIDING PLAZA permits easy movement of fork 
lift truck. Lumber unloaded from cars frequently is 
stacked here temporarily before being strapped and 


lifted to storage sheds. 





DAVE LEACH, using end-loader attachment, maneu- 
vers lumber from car to staggered stacks in open 


shed. 


1 Baal Pa 


ft 
jill 


WHAT’S NEW IN MATERIALS HANDLING 


FORK TRUCK lift 
bay in first warehouse to permit quick me- 
chanical loading at Leach Bros. yard. 


s catwalk section off upper 


ee 


LIFT TRUCK places 2x10 lumber in proper 
pile in staggered dimension shed at Leach 
Bros., Joliet, Ill. 


Dealer Gives Advice Based 
On His Yard Layout Experience 


Illinois dealer makes full use of cramped space in narrow 
yard to cut materials handling costs and speed up service. 


Jouiet, ILL. 

AUL LEACH doesn’t believe in 

wasted motion. His calculator- 

mind clicks off more efficient ways 

to handle building materials at Leach 

Bros. lumber company that result 
in faster service to customers. 

“But you can overdo the use of a 
fork lift truck,” admits the president 
of Leach Bros. “Your yardman can 
spend too much time moving materi- 
als around.” 

Leach designed the layout of his new 
yard, striving for utmost efficiency. 
One important point was to fit the 


74 


buildings to the peculiar-shaped real 
estate. The yard is a rounded “L” 
situated on only 1% acres. 

“We made some mistakes in plan- 
ning,” admits Leach, “but I think our 
operation is as successful as can be 
expected under the circumstances. We 
have easy access to buildings, and 
most are easy to move materials 
in and out of. Balancing inches 
saves dollars in high-overhead storage 
space.” 

No high piles. Leach doesn’t be- 
lieve building materials should be 
stacked too high. Extra labor is usu- 


ally needed to move items from high 
stacks. He’s convinced this is woefully 
inefficient. Leach insists materials be 
“uncovered” so they can be reached 
immediately. 

Low silhouette. Leach ordered stor- 
age buildings in his odd-shaped yard 
be constructed at comparatively low 
height, rather than trying to achieve 
the maximum space over short yard- 
age. He feels there is a tendency to 
increase stack heights if buildings are 
high. 

“Under my plan, you don’t have to 
worry about that extra space not be- 
ing used—it isn’t there to begin with,” 
he asserts. 

Balanced stacking. Leach is also 
convinced lumber should be stacked 
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end-to-end across a dimension storage 
shed. This permits the yardman to 
maneuver his lift truck all around the 
shed for easy access to dimension. 

“This way you don’t waste all that 
space down the center of the shed,” 
Leach points out. 

Dimension is stacked according to 
length in a 40’ wide shed open at 
both sides. Lengths are laid crosswise 
end-to-end and each two stacks must 
total 28’ across, leaving 6’ at either 
side for truck movement. For exam- 
ple, 20’ stock is placed at the left 
side of the shed crosswise, 8’ items are 
set oppesite. In the same way, other 
dimensions approximating or totaling 
28’ are balanced opposite one an- 
other down the shed. 

“This system prevents moving any 
other length by end-loader lift to get 
at a specified size. The yardman 
knows right where to go every time 
to lift out any size dimension.” 

Closed storage. Hardwoods are 
stacked in 8’-wide bins in a closed, 
bi-level shed. Mutually clearing sliding 
doors keep weather off each level. A 
removable balcony at convenient fork 
lift height is placed for working ease. 
It can be lifted off when mechanical 
handling is in progress. 

Some building materials, segregated 
of course, are stored in two open 
sheds. Others are placed in a 45’-wide 
warehouse. 

“Dimension storage is very inex- 
pensive,” claims the head of this 70- 
year-old firm. “We try to avoid the 
old idea of ‘three feet of aisle for 
one foot of pile.” You can’t operate 
efficiently with two or three lengths 
in storage. You're always moving 
materials you don’t need at the mo- 
ment.” 

Leach believes you must work back- 
wards to figure the width of a storage 
shed when you use an end-loader at- 
tachment. Piles should be narrower, 
for one thing, he maintains. You must 
adapt to the real estate, but plan for 
an even number of piles plus one to 
determine shed width. 

In the warehouse drive-through ad- 
jacent to the office-showroom, handy- 


VERTICAL SLIDING DOORS allow access 
to upper or lower deck in bi-level shed. 
Catwalk can be forklifted off for me- 
chanical handling of hardwoods inside. 
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men or small-purchase contractors 
can drive right in, pick out the items 
they want from two 46’ bays on either 
side of the 15’ aisle and depart. A 
catwalk can be lifted off the front of 
the second level for mechanical han- 
dling, although this is gradually being 
discontinued. 

“We don’t want to encourage cash- 
and-carry business,” says Leach. “We 
don’t want people picking over piles, 
so we don’t make it too easy for them.” 

Hand unloading. Because Leach 
finds it difficult to get lumber shipped 
from the mill strapped—‘I’m fighting 
them all the time”—cars are unloaded 
by hand. This generally takes three men 
4% hours. Then lumber that will be 
moved in quantity is strapped at the 
car door and lifted to storage sheds. 
At times, if more convenient, lumber 
is left on the unloading plaza and the 
car moved to avoid demurrage charges. 
It is later forklifted to sheds. 

Leach refuses to build a ramp or 
use a portable one at his siding which 
can spot one car for two-side access, 
five more for one-side entry. He feels 
“that’s not the answer.” The so-called 
savings wouldn’t actually be there, he 
maintains. 

“In some cases, it’s uneconomical 
to handle lumber by fork lift. We 
don’t have enough volume to move 
everything that way.” 

One-a-day. Leach lumber sells an 
“engineered” garage for $750 to do-it- 
yourself homeowners. The materials 
are strapped together and lifted onto 
a truck for delivery. Since January, 
1960 an average of a garage a day has 
been sold. 

Leach Bros. offers a savings of 
$300 on each 20’x22’ two-car gar- 
age. The firm pours a reinforced con- 
crete base slab with full width apron 
and ratwalls, erects skeleton framing 
including plates, studs, rafters, ties and 
double headers and installs the four- 
section wood sliding overhead door. 
The homeowner finishes the job with 
%4”x8’ clear cedar siding, 1”x12’ 
roof boards, thick-butt shingles, 8” 
boxed eaves, two windows and serv- 
ice door, included in the package. 


GARAGE MATERIALS totaling 776’ are 
packaged for shipment to do-it-yourself 
buyer. At least one garage is delivered 
each day. 








_../n these genuine 
wood-burning 


FIREPLACES 


“Harthside” 
CORNER MODEL 


For corners, L-shaped 
rooms, room dividers— 
many other installation 
possibilities. 


“Harthfront” 
FRONT- OPENING 
MODEL | 
For conventional instal- 
modern 


Both units 
are all metal 
factory-built 
Perfectly safe, 
even butted 
Write for against wood 
details! 


Needs no special construction! 
One workman can erect several 
a day. Vented by Majestic all- 
metal chimney. All-metal, 
brick-like chimney top housings 
in red, tan or off-white. Class 
A and B chimneys for furnaces, 
water heaters, incinerators, 
other appliances. 


COMPANY, INC. 
462 Erie St., Huntington, Ind. 
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WHAT'S NEW IN MATERIALS HANDLING 


New Equipment 


CABTOP HIGH LIFT capacity and tilt body for sliding off board products at jobsite 


cre illustrated in these two pictures. Only 2” 


x .020 steel strap is used to hold the 


unit which can be placed flat on the ground or on supports. 


Tilt Truck Adds High Lift 


A tilt retractable dump truck body 
(BMM, Oct. 24, 1960) has been im- 


proved by addition of a high lift feature’ 


without destroying slide characteristics. 
The body is equipped with a hydraulic 
winch to raise or lower any load over 
rollers on the flatbed. One man can 
handle the entire operation. Maker claims 


no pallets are needed to handle board 
products, which can be strapped by one 
fiber reinforced pressure-sensitive tape, 
removable web belt or steel strap. Gyp- 
sum board can be slid off flatbed with- 
out damage to the product, it is said. 
Details from Transportation Equipment 
Development Corp., Dept. BMM, 1625 
Eye St. NW, Washington 6. 
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New Ford Lift 


Series 4,000 industrial tractor with 
fork lift mount features one-piece front 
axle rated at 5,000 Ibs. capacity. Power 
steering, foot throttle, comfort seat and 
4,000-Ib. lift capacity are other features. 
Red Tiger four-cylinder inline engine is 
available with diesel, gasoline and LP- 
gas fuel options. One of the four trans- 
mission options is the 10-speed Select- 
O-Speed powershift transmission which 
eliminates clutching and can be shifted 
on the go. Details from Tractor & Im- 
plement Div., Dept. BMM, Ford Motor 
Co., Birmingham, Mich. 
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Orbital Blade a 


_ New Multi-Saw is claimed to have 
improved blade mechanism with fewer 
moving parts. Dirt and wood dust are 
said to be sealed out of blade mechanism 
and clamp withstands greater cutting 
stress. Used for a variety of jobs, from 
roughing-in work to scroll cuts in wood, 
metal, plywood, plaster and plastic lam- 
inates, saw features orbital blade action. 
Offet blade permits cutting to within 
¥%e" of uprights, maker says. Rear handle 
is contoured. Write Porter-Cable Ma- 
chine Co., Dept. BMM, Syracuse. 
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Arms Extended, Brand New 
Carrier Lugs 10,000 Lbs. 


A new multi-purpose loader-carrier 
designed for heavy duty materials han- 
dling has a payload capacity of 15,000 
Ibs. with lift arms retracted and 10,000 
Ibs. with arms extended. 

Called the Lull Dyna-Lugger, the 
manufacturer claims the machine is ver- 
satile and very maneuverable. It has a 
rigid frame for strength and traction re- 
sults from four-wheel drive. It also has 
four-wheel steering and high oscillating 
rear axle. 

Dyna-Lugger has a forward reach of 
the lift arms up to 11’4”. They are 
roller-type non-twisting telescopic units. 
The 60” fork carriage is standard 
equipment. Having three speeds both 
forward and reverse, the machine is 
powered by either a diesel, heavy duty 
6-cylinder or V8 gasoline engine. 

Features. A dual cab is available with 
independently adjustable seats and nat- 
ural positioned controls. The heavy duty 
transfer case has rear axle disconnect 
Shuttle-type transmission has a _ torque 
converter. Greater operator safety and 
visibility is claimed because of the high 
to-the-rear seat. All engine parts are 
easily accessible when side panels are 
removed. 

Optional attachments include enclosed 
two-man cab with safety glass all around 
and green-tinted skylight. Open cab has 
safety shield option. Dozer attachment. 
special wide carriage and carriage for 
tilt stacking, slip-on snow, coal and saw- 
dust bucket, hydraulic hold-down finger 
and lights are other options. It is tested 
for both logging and lumber handling. 

Complete information from Lull En- 
gineering Co., Inc., Dept. BMM, 3045 
Highway 13, St. Paul 11. 
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All-Purpose Vehicle 

An all-purpose vehicle is offered in 2 
and 4-wheel drive models. The 3-passen- 
ger compartment has removable steel top 
with a full-length one-piece steel Travel- 
Top over both body and compartment 
optional. Pickup body is 5’ long. The 4- 
cylinder engine develops about 90 hp. 

Suggested retail price of the 2-wheel 
drive Scout is $1,598 including standard 
equipment, plus various taxes, fob Ft. 
Wayne, Ind. The 4-wheel drive model 
carries a $1,948 suggested retail price. 
For more details, write International 
Harvester Co., Dept. BMM, 180 North 
Michigan Ave., Chicago 1. 
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do it up 
EO W Nm 


... With new Featuramic gas and 
electric built-ins Make the connections, then 


slip into place. New Featuramic gas and electric built- 
ins install that simply ...save time and labor costs. Only 
one cut-out necessary for the surface units. And with the 
exclusive mounting plate, ovens level-up automatically as 
they slide into place. 
Easier to sell is the kitchen with a new Brown Featuramic 
built-in. For here is the more she wants for the less she 
wants to pay ... distinctive features and conveniences 
by the dozen for easier cooking, easier cleaning... and at 
a price that is surprisingly modest. Building or remodel- 
ing ...do it up Brown... with a Featuramic gas or 
electric built-in. 
|e Heh \ 


a 


— —MAIL THIS COUPON TODAY —— 
rs amm | 


BROWN STOVE WORKS, INC. 
Sta CLEVELAND, TENNESSEE 


Please rush full details and specifications for 
the new Featuramic gas and electric built-ins 


Company 


Street 


| | 
| Name | 
| | 
I | 
I | 
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VENTWOOD AWNING BRACKETS 


FOR BUILDING REAL WOOD AWNINGS 
will help you get your share of the 


Multi-Million Dollar Awning Business 


® No inventory 
Problem 

® Two Sizes Only 

@ Fit Any Window 

“5 Step Brackets on 

Short Window 

8 Step on Standard 

or Picture Window 


VENTWOOD AWNING BRACKETS 
+ 6” BEVEL SIDING (From Your Stock) 
ATTRACTIVE, LOW COST AWNINGS 


You Can Sell a Complete Awning for as Little as $7.10 


AVERAGE WINDOW 
LESS THAN $10.00 


Quick Sales When 
You Display 
Ask about a FREE Set 
for Your Display 








Matching Door Canopies 
and Decorative Scrolls are 
Available 





NTWOOD . product of 
Write Direct for tHe McLEETE co. 


Full Details 307 No. Stone Ave., La Grange Park, III. 
Circle No. 34 on Handy Cover Card 


See Your Jobber or 





. - - PATENTED PUMP JACKS 
CUT SCAFFOLDING COSTS 65% 


INO! 

















Ti 


ML 


| iI 


—— 




















@ Hottest selling scaffold in the U. S. In 
use over 35 years. Contractors work faster, 
safer and easier. Makes all other brackets 
old-fashioned. Platform moves up with the 
work by a simple foot lever operation. 
Automatic locking. Low in price. Full 
markup. Display ‘em; sell “em. Some exclu- 
sive areas available. 





he \ Write today for 4 page catalog & prices. 


NEWARK LADDER & BRACKET Co., Inc. 


Manufacturers of Dependable Equipment Since 1902 


Be oe 
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NEW EQUIPMENT 


(begins on page 76) 





Be Selective on Trucks 
GMC Division Advises 


Truck operators should select modern 
vehicles that aren't excessively heavy, 
yet strong enough to haul their maxi- 
mum loads. That’s the advice offered by 
GMC Truck & Coach Division’s trans- 
portation productivity research staff. 

A booklet entitled “Basic Considera- 
tions in the Selection, Operation and 
Maintenance of Motor Vehicles” empha- 
sizes getting the right truck for the job. 
This can produce substantial savings the 
researchers said. Selection of proper com- 
ponents can result in labor cost saving 
which represent about 60% of mainten- 


ance costs. 

“Seek the least expensive, not the 
‘cheapest’ equipment,” the booklet sug- 
gests. “First cost isn’t always the lowest 
cost. True cost is arrived at by totaling 
the vehicle’s original price, operating and 
maintenance costs, then subtracting its 
resale value and dividing the balance by 
the ton-miles traveled.” 

GMC’s booklet advises the truck op- 
erator to make sure the transmission has 
enough reduction for good gradeability. 
Further details from GMC Truck & 
Coach Div., General Motors Corp., Dept. 
BMM, 660 South Boulevard E, Pontiac 


11, Mich. 
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The Latest Addition to Rosboro’s 
Family of Fine Forest Products 


Quality...long a Rosboro hallmark, reappears 
in our latest addition to a family of fine lumber 


products... PLYWOOD! 


Quality timber and quality mill facilities pro- 
vide quality Douglas Fir plywood in sheathing 
and sanded, exterior and interior, DFPA grade- 
stamped. Sizes up to 5’ by 10’. 


Mixed cars, too, of lumber and plywood. 


SAY : ROBE BURRO 





DOUGLAS FIR 
WEST COAST HEMLOCK 


SPRINGFIELD. OREGON 


PLYWOOD seaman COMPANY 





Riverside 6-2557 
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Trailer Carries Big Loads 


Strad-O-Lift tubular steel trailer is 
said to cut operating costs in handling 
lumber because the driver can load or 
unload in one minute. Load is placed 
on bolsters adequate to clear lifting shoes 
which bring it against top binder in posi- 
tive position to eliminate binding. Truck 
tractor power takeoff drives an 11 hp. 
hydraulic pump mounted on the tractor 
with controls in cab. Model C-800 Ford 
is recommended although other tractors 
are used. Special walking beam in the 
trailer carrier is said to cushion ride. 
Six models all have built-in landing gear. 
Prices range from $9,950 to $11,329 
f.o.b. Strad-O-Lift Div., Air Mac, Inc., 
Dept. BMM, 3838 Fourth Ave. §S, 
Seattle 4. 
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New 2-Way Panel Saw 


A new 2-way panel saw comes in two 
sizes. Standard size is unit for handling 
48”-wide panels and larger saw handles 
panels up to 62”. Actual channel lengths 
are 12’ and 14’, although any panel 
length can be accommodated on either 
model, maker says. 

Operating on either 115 v. or 220 v. 
motor, a switch-lock permits continuous 
running for ripping. Saw features turn- 
table for quick change from crosscut to 
rip and center cutting can be performed 
by adjusting the depth lock. A wheel 
assembly is available to move saw. 

A pressure bar equipped with nylon 
rollers prevents marking material and 
avoids chatter when cutting thin laminate. 
Unit is adaptable for cutting wood, 
plastic, aluminum and various composi- 
tion materials. Further information from 
DeWalt, Inc., Dept. BMM, Lancaster, Pa. 

Circle No. 238 on Handy Cover Cord 
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orb ware 
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Modern Hager Hardware in 


crisp! clean! attractive! 
for high-speed shipping without re-packing. 


New materials-handling advantages, too. 


Jobbers ship “‘as is’’; without re-packing and re-counting. 
It arrives ‘‘in the pink’’— ready to display or stack, 


handsomely, on counter or shelf. 


Decimal packing, throughout the line, simplifies pricing 
and inventory. New billboard label can be read at a\glance 
an aisle away. The folding top thumbs open conveniently; 
stays friction-tight shut when closed. : 


Newly designed, newly constructed for high-speed selling, 
lalbeyevbatcaec bale Mm otctetelthat-am\ylere(ourMst:tioussttuchictucn 


new design + modern construction + new decimal count + new billboard labels 


EVERYTHING HINGES OM Hager / 


WAREHOUSE 


——= ae Folding Top 


_ Tough, double-walled 
-" corrugated kraft 


New 1-piece 
attractive Box 






Stacks Evenly... 
Shelves Solidly .. . 
Displays Handsomely 


The shipping carton is new, 
too—contains fewer boxes for 
easier warehouse handling. 


‘‘Seeing-Eye’’ Labels 
in 3 attractive 
“signal” colors - ~ 


©1960 C. Hager & Sons Hinge Manufacturing Co., St. Louis 4, Mo. 
Hager Hinge Canada Limited, Kitchener, Ontario \ 


STOCKS ATLANTA, BOSTON, DALLAS, DENVER, LOS ANGELES, SAN FRANCISCO, SEATTLE, ST. LOUIS 











New Skil “Profit Center” sells 


GIVES YOU FAST TURNOVER ON THE ONLY SHORT, COMPLETE LINE 


Here's the smart way to merchandise power 
tools—a permanent, self-service display that holds a 
complete line of tools, yet needs only 3 feet of floor area. 
What a display it is! 

And what a line of power tools—Skil’s famous ‘500 
Line”. Short but complete, it includes only those basic 
tools determined by research to be in top demand. 
They sell on sight because they’re priced for fast 


turnover, yet built to the highest quality standards in the 
industry. Powerful ads in Look, Saturday Evening Post, 


This Week, American Weekly, Popular Mechanics and 
other national publications have given them top brand 
name acceptance with your customers. And they’re 
backed by a network of Factory Service Centers and 
authorized service stations in all principal cities. 


Don't miss this money-making opportunity! 
Get in touch with your Skil wholesaler today about Skil 
**500 Line” tools and the sensational new 3-Foot Profit 
Center. Or write: Skil Corporation, Dept,501E, 5033 
Elston Avenue, Chicago 30, Illinois. 























2 ways to get this 
profit-making display 





WITH BASIC ASSORTMENT 
of Skil Power Tools 
(order as No. 23222). 


ee 


Description 
¥%,” Drill & Power Unit 


¥,” Deluxe Drill & 
Power Unit 


¥%,” Deluxe Drill 

¥%," Compact Drill 

¥%," Deluxe Drill 

Y,” Drill Kit 

Deluxe Jig Saw 

Jig Saw 

4” Belt Sander 

Deluxe Orbital Sander 

61%" Deluxe Saw 

7Y%," Deluxe Saw 

6%” Heavy Duty Saw 

7%" Heavy Duty Saw 

8," Heavy Duty Saw 

Profit Center Display 

Total $763.25 

Regular Cost—tools and display : 
Special Cost (over 32% Discount) . . . $517.73 


Your Profit (over 47% Markup) .. . $245.52 


Pius $62.00 Display 


-| 


a 


| 


— | | oe 
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| 
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| 


astonl eel 








WITH ANY $500 
ASSORTMENT of 
Skil ‘‘500’’ Line Tools. 


| 
0 0 S 0 | S ht 2 If you order any assortment of 500 Line 
Tools and/or accessories with $500 or 


more dealer cost, you are entitled to order 

IN JUST 3 FEET OF FLOOR SPACE one Skii 3-Foot Profit Center for the spe- 
cial cost of $62.00. Then you also auto- 
matically get one Model 554 Saw FREE 
(dealer cost $69.97, retail $99.95) to 
“wash” your cost of the display. 
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New Equipment 
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Hoist Lifts Truck Body 


A new hydraulic Hi-Lift hoist raises 
loaded stake or platform truck bodies to 
any vertical height up to 132” above 
frame. Capable of lifting 12,000 Ibs., the 


twin hoist assembly is available for use 
with 12’ or 16’ long bodies. It mounts on 
chassis having cab-to-axle lengths of 
175” and 192” with approximate wheel- 
base lengths of 175” and 192”. 

Load can be tilted or dumped in con- 
ventional manner off dump truck by re- 
moving pull links from front scissor 
arms. Automatic cutoff halts hoist at 
predetermined height. Controls are in 
cab. Information from Perfection Steel 
Body Co., Dept. BMM, Galion, Ohio. 
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Adds 60,000-Lb. Carrier 

A new 30-ton straddle truck carrier 
designed for easy handling is announced. 
One feature designed into the new M600A 
60,000-lb. carrier is an all-hydraulic lift 
system that eliminates mechanical link- 
age, sprockets and chains. Two high- 





New ideas to make new profits! 
BENNETT 2-WAY PANEL SAW 


* Give custom-cut panel service, keep buyers 
from ‘shopping around.”’ 
* Balance inventory by precutting panels into 


“quick-sale”’ sizes. 


bay 1 - Mail lal ole) 1 -1eeet lal - Maal Tameeteh e-M-laleMal-lalel(-1-) 
panels in half the time. 

















Model 483-12 shown cross-cutting Formica 


Here’s the low-cost saw you need to save time 
and money cutting “new size” panels. Cuts are 
amazingly accurate, edges true and smooth. 
Mobile, it’s used in the mill or yard. So safe, 
unskilled help can run it. No need to lift or 
turn big panels. Uses 75% less floor space than 
table saws. Many more work-saving benefits! 
Choose from several models, priced from $287. 
Now made and sold by DeWalt, Inc. 














Saw swivels instantly 
into rip operation 








DEWALT, Inc., Dept. BM-561A, Lancaster, Pa. 


() Send me full details on Bennett Panel Saw 
( Send me free, 16-page DeWalt catalog 


Name 


A Black & Decker SUesiviany 





Address 





City. 





*U.S, Patent No. 2,833,320 
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pressure pumps power the load lift and 
shoe swing and steering. A flow motor 
provides equal hydraulic pressure at four 
lifting points and a 4-way check valve 
locks each loaded cylinder in place. Pow- 
er is supplied by either a 192 hp. 6- 
cylinder gasoline engine or a 172 hp. 
diesel. Standard package sizes from 60” 
high by 58” wide to 84” high by 82” wide 
are available for the 229” long carrier. 
Details from Hyster Co., Dept. BMM, 
Box 847, Danville, III. 
Circle No. 240 on Handy Cover Card 


Panel Cutting Saw 


Model TRM-14 is a manually-operated 
tri-rail panel saw equipped with 5 hp. 
motor. It has cutting capacity of 12’. 
Unit cuts plastic laminates, plywood, 
wood, plastic, metals, veneer, paper, 
wall board and transite. It is raised and 
lowered by the handwheel at operator’s 
position. Details from Hendrick Mfg. 
Corp., Dept. BMM, Marblehead, Mass. 
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Baltimore Jobber Offers A 
Week’s Vacation for Dealer 

BALTIMORE —Like to spend a care- 
free week in Florida next winter with 
all expenses paid? 

Any lumber and building materials 
dealer customer of Central Building 
Supply, Inc. can do it. All he has to do 
is garner 8,000 points between Feb. | 
and Nov. 30 this year by making pur- 
chases from the firm in its 30th anni- 
versary contest. The 10-month contest 
for retailers is being held in coopera- 
tion with Maftex Insulation Sales Co. 

Prizes. First prize in Central’s con- 
test is a full week’s vacation for two 
next winter at the Diplomat hotel in 
Miami Beach. Round trip expenses are 
included. The building materials mer- 
chandiser who earns at least 8,000 
points in the contest wins this prize. 

Those retailers who earn 4,000 
points win the second prize, a $400 
RCA stereo phonograph complete 
with AM-FM radio. Third prize for 
dealers who earn 2,000 or more points 
is an RCA portable TV set. 
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BROWN’S Siyercedut lined closets, that is! 


here’s why » « « closets lined with Aromatic Red 
Cedar help sell homes . . . and, as a reputable builder 
recently proved*, Brown’s SUPERCEDAR lined closets 
cost less to build than ordinary plaster closets. Avail- 
able in 5 face widths in 4 and 8 foot bundles . . . Tongue 
and Grooved and end matched . . . Brown’s SUPER- 
CEDAR saves builders money, adds to the value of their 
homes. Write today for full information. 


* His comparative cost report furnished on request. 


eS SL" 


George C. Brown & Company, Inc 
Greensboro, North Carolina 


Gentlemen: 
Please send me your folder on Brown's SUPERCEDAR. 


NAME a ee 


ADDRESS __ 





STATE = 





CLOSET LINING CITY 
GREENSBORO, N ‘Finer Products From Cedar Since 1886’ 
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e Versatile 
e Low-Cost 
e Matching 


Virola 


Reg. App. For 


MOULDINGS 


Satin smooth hardwood 
moulding of blond 
virola, in 12 patterns 
and matching jambs. 


Excellent workability. 


Blond color permits 
staining, either light 
or dark, to match all 


hardwoods. 


Fast shipment on large 


or small orders. 


Send for free 
samples, today / 


Virola cele meyin ie; 
COMPANY OF AMERICA 


210 EAST MONUMENT STREET 
BALTIMORE 2, MARYLAND 
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(Here's the one that \ 


WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repaits in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 


PUTTY 


WILL NOT SHRINK 








STICKS AND STAYS pir it WORKS BETTER. 
Tl 


Most dealers report? 
“Our sales of Dur- 
ham's Rock - Hard 
Water Putty keep 
doubling, year after 
year.” What's more, 
Durham's Rock- 
Hard Water Putty 
gives you by far the 
best profit margin on 
any preduct of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham's Rock-Hard 
Water Putty + he not shrink. Absolutely 
not, It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish, Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-lb. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 


84 


in POWDER Form 
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FHA to Encourage Experimental Homes 


WASHINGTON—Housing research 
and experimentation will be strongly 
encouraged by the Kennedy adminis- 
tration, according to FHA administra- 
tor, Neal Hardy. 

He said that FHA will be authorized 
to insure mortgages on homes or rent- 
al housing in which new and untried 
materials are used, if the Housing Act 
of 1961 is passed. 

Hardy spoke at the graduation din- 
ner of Lumber and Wood Products 
School sponsored jointly by lumber 
producers and the Washington chapter 
of Hoo-Hoo. 

“This new approach,” Hardy said, 
“is designed to encourage reduction 
in housing costs and improvement of 
home and neighborhood standards by 
trying out new materials, new con- 
struction methods, new designs and so 
forth.” 

He said that the experimental pro- 
gram would require the testing of com- 
ponents not presently in use during 
actual construction. 

“This includes new 


wall sections, 





NEW EXECUTIVES of Monarch Lumber Co., 
an affiliate of Boise Cascade Corp., examine 
Bestway Homes lans made available 
through Bestway Building Centers, the retail 
division of Boise Cascade. Seated are A. E. 
Montgomery (left), president, and C. L. 
Briggs, vice president and general manager; 
standing, (left to right) James Connolly, as- 
sistant secretary and sales manager; George 
E. Wilson, manager of the purchasing de- 
partment and rank Dvoracek, assistant 
treasurer. Other officers not present are 
James C. Hayes, vice president; R. W. Halli- 
day, vice president: W. D. Eberle, secretary; 
E. A. Aitchison, treasurer, all from Boise 
headquarters 


Boise Cascade Adds 37 Yards; 
Grand Total 144 

GREAT FALLs, Mont.—With the 
acquisition of 37 yards owned by the 
Monarch Lumber Co. headquartered 
in this city, the Boise (Idaho) Cascade 
Corp. becomes one of the leading line- 
yard organizations in the country 
numerically, with 144 retail outlets 
and 12 wholesale distribution plants. 

The entire output of 15 lumber 
mills in Idaho, Oregon, Washington 
and Montana are available to the 
company, in addition to stocks of 
plywood from the company’s two 
Oregon mills. 

Four component parts plants op- 
erated by Monarch were added to six 
already in operation by Boise Cascade, 
giving the organization the most ex- 


roof sections, bathrooms and kitchens,” 
he said. 

The new features would have to be 
cleared by the local building code 
authorities before FHA approval 
could be given. 

In the event of a defect or failure 
in a house constructed under the ex- 
perimental program, FHA could cor- 
rect the problem, so long as it was 
caused by or related to the use of ad- 
vanced techniques or materials. 

“For example, if a new type of 
wall section caved in, making the 
house unlivable, and the mortgagor is 
not able to get the builder to correct 
it, FHA could step in and make the 
repair,” Hardy pointed out. 

Mortgages insured under this sec- 
tion, he said, “would meet the re- 
quirements of our regular mortgage 
insurance programs with the excep- 
tion that the construction would not 
have to meet FHA’s ‘economically 
sound’ rule. It would be an acceptable 
risk approved in the interest of test- 
ing advanced housing technology.” 


tensive coverage of any lineyard in 
this field. 

A. E. Montgomery, vice president 
of the building materials division of 
Boise Cascade, becomes president of 
the Monarch Lumber Co. affiliate. 
Other officers are: C. L. Briggs, vice 
president and general manager; James 
Connolly, assistant secretary and sales 
manager; George E. Wilson, manager 
of the purchasing department; F. A 
Dvoracek, assistant treasurer 


Long-Bell Expands 

WICHITA, KaANs.—The  Long-Bell 
division of International Paper Co. has 
purchased the A. C. Houston Lum- 
ber Co. plant here. Ted Houston. 
grandson of the founder, said the sale 
is part of a reorganization of the 
Houston firm which has yards in 
eight states. 


Modernization Training 


New York—Herbert Richheimer, 
chairman of Richheimer Modernizing 
Systems, has announced that RMS has 
completed arrangements with two of 
the nation’s largest lumber companies 
to train their modernization personnel 
in the proved and highly successful 
modernization methods and techniques 
developed by RMS. The two firms are 
Boise Cascade Corp. and Rock Island 
Lumber Co. 

“The agreements reached with these 
two companies,” Richheimer said. 
“are indicative of the current trend 
among lumber yards throughout the 
country to enter successfully into this 
highly lucrative field. In my opinion. 
this trend will see more than 2,000 
lumber yards starting a moderniza- 
tion operation by the end of 1962.” 
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Cost Less Because They Do More 


Model ee ™ 


(5 cu. ft. max. cap.) 


e Non-leakable tray, press formed, has three thicknesses, spot- 
welded at the folds. Round front for fast, controlled dumping. 
Edge reinforced with continuous steel rod. Steel front strap for 
added support. 

e Varnished select hardwood handles with high risers for superior 
load-balance. Steel pipe handles also available. 

e Rugged channel steel legs—wide-spread for stability—minimize 
tipping. 

¢ Durable finish—all metal parts have baked automotive finish. 

¢ Threaded axle—malleable iron axle brackets tapped for rigidity. 

© Pneumatic, semi-pneumatic or steel wheels. 


Other trays available with 444 and 5 cu. ft. maximum capacity. WRITE FOR FREE LITERATURE 








OTHER FAMOUS JACKSON PRODUCTS 


MORTAR a CONTRACTOR it, 
ww. PANS = BARROWS | @ 


Manufacturing Co. ¢@ Harrisburg, Pa. 
Oldest and Largest Wheelbarrow Maker in America 





SALAMANDERS EF ws, Ae WHEELS 
’ CONCRETE CARTS Ww HAND ee 


MIXING BOXES 








LOOK FOR 
THE 


=~ 


@) BRAND 
ON THE END 


For almost half a century 
the famous L-B brand has 
identified the LONG-BELL 
pressure-treated Southern 
Pine Fence Post. 

Millions in service on the 
farms and ranches of Amer- 
ica bear this mark of quality. 

Pressure-treated with 
100% creosote or with 5% 
Penta solution, these posts 
are recognized by customers 
everywhere for their back- 
ground of performance. 


manufactured only by 


d + 
Wood Preserving 
w . «. 
Division 
International Paper Company 
Kansas City, Mo. & DeRidder, La. 
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GUIES 


FROM UGLY RUTS 


Rugged lifetime aluminum guides with 
genuine Stimsonite lenses, front and 
rear, reflect headlights and back-up 
lights to protect lawn, shrubs, and 
cars from damage. Gleaming, twisted 
aluminum for lasting beauty. Will not 
rust or rot. Five sizes for every need. 


List Price 
No. 220 — 20” tali, 1” red reflectors, 
1/8” x 1/2” body stock $ 
(Packed 6 to a Display Card) 
No. 223 — 20” tall, 3” red reflectors, 
1/8” x 1/2” body stock $1.3 
(Bulk Packed Only) 
No. 230 — 30” tall, 1-3/4” red reflectors, 
3/16” x 3/4” body stock $1.45 
(Packed 6 to a Display Card) 
No. 236 — 36” tall, 3” red reflectors, 
3/16” x 3/4” body stock $1.95 
(Packed 6 to a Display Card) 
No. 248 — 48” tall, 3” red reflectors, 
3/16” x 3/4” body stock $2.15 
(Bulk Packed Only) 


Numbers 220, 230 and 236 come mounted 
six to a handsome, throw-away Display 
Card as shown in illustration at left. 


= DUNCAN-MORRIS CoO. 
48 N. VALLEY ST 
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NEW 


dG 
COPING 


SAW BLADE 
SALES BOOSTER 


CUTS METAL, WOOD, PLASTIC 








Hit 


LOW DEALER COST 
HIGH MARK-UP 
SELF-SERVICE 








A complete saw blade sales 
center...colorful...eye catch- 
ing...all you need to service 
the hobbyist, professional and 
do-it-yourselfer. 
Compact...only 12” deep, 
15” wide and 8” high. Easel 
back for the counter, punched 
for wall or peg board display. 


Ask your wholesaler for the 
NEW #50 GRIFFIN Sales 
Booster. 


Ld tm Ally 


G. W. GRIFFIN COMPANY 
Franklin, New Hampshire 
Sales Representatives 
John H. Graham & Co. Inc. 

105 Duane Street, New York 8, N.Y. 


Since 1880 Better Hand Hack Saw 
Blades, Power Hack Saw Blades, Band 
Saw Blades, Jig and Coping Saw Blades. 
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Southern Pine Group Vows to Step 
Up Promotion, Product Development 


New ORLEANS—The Southern Pine 
Assn. convention here in April came 
up with a determination to expand 
markets, broaden geographic areas of 
merchandising and distribution as well 
as develop new lumber uses. Accel- 
eration of the SPA trade promotion 
program was mapped. 

Philip E. Frankfort, SPA president, 
pointed out to members that, as lum- 
ber producers, the Southern Pine 
people “have a tremendous responsi- 
bility in dealing with the future based 
not on a scarcity of raw materials 
but with a growing surplus. 

“The Forest Service reports that 
our sawtimber supply is now 22% in 
excess of annual removal through 
manufacture and loss by fire, insects 
and disease,” he said. “The Forest 
Service goes further and predicts that 
the nation’s future lumber supply will 
be concentrated in the south. 

“This means we've got to do more 
in the field of promotion, research, 
product improvement and in the im- 
portant field of distribution.” 

Sidney Edlund, New York City, 
management consultant, told the con- 
vention that “it is clear that making a 
quality product is not enough. There 
must also be quality in promotion 
and quality in selling.” He explained 
that the serious competitors for South- 
ern Pine are not other species, but 
wood substitutes. 

“Too many lumber representatives 
are interested only in piloting goods to 
the dealers’ yards. From there on it’s 


NEW SPA OFFICERS, L. to r.: W. Scott 
Shepherd; Alex T. Hunt, Philip E. Frank- 
fort and Thomas L. Carter. 


up to the dealers, many of whom 
would just as soon sell substitutes of 
lumber,” Edlund said. 

New standards for glued and end- 
jointed 2x4s have resulted in a new 
low-cost waterproof glue, soon to be 
available, the convention was told. 
Sections of laminated Southern Pine 
using the new glue were displayed at 
the meeting. 

Officers. Alex T. Hunt, Ruston, La., 
was elected president of the SPA. 
Philip E. Frankfort, Franklin, Va., 
was named chairman of the board of 
directors. 

Others elected were W. Scott Shep- 
herd, Lumberton, N. C., first vice 
president; Thomas L. Carter, Cam- 
den, Tex., second vice president; For- 
rest W. Girdner, Warren, Ark., vice 
president for trade promotion; M. L. 
Fleishal, Jacksonville, Fla., treasurer 
and Stanley P. Deas, New Orleans, 
executive vice president. 





New Softwood Lumber Grading- 
Inspecting Agency List 

The American Lumber Standards 
Committee, whose membership is ap- 
pointed by the U. S. Dept. of Com- 
merce to assist in administration of 
the department’s Simplified Practice 
Recommendation R16-53 on softwood 
lumber, has just published a new list 
of the 16 organizations certified for 
grading and grade marking the lum- 
ber produced in accordance with this 
Recommendation. 

Entitled “List of Certified Agen- 
cies,” the publication is dated Feb. 
10, 1961; includes, in addition to the 
certified agencies, facsimilies of the 
“official” grade marks; and is avail- 
able on request from the American 
Lumber Standards Committee, 2138 
P St., NW, Washington 7, D. C. Ad- 
ditional copies are 10¢ each. 


Calwire Products, Inc. 
Purchased by Bostitch 

NEw YorK—The purchase of 
Calwire Products, Inc., and Calnail, 
Inc., its selling organization, by Bo- 
stitch, Inc., has been announced by 
Emmett G. Gardner, Bostitch presi- 
dent. 


TEXAS’ BEST LUMBERMAN—Charles P. 
Schulze of Irving, (right), a second gen- 
eration lumberman who brought shop- 
ping center merchandising techniques 
into the home building supply industry, 
is the Outstanding Lumberman of Texas. 
President Arthur Temple of Diboll (left), 
presented Schulze the award made each 
year by the Lumbermen's Association of 
Texas. 
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ALL THIS 


Beautiful Kitchens * Greater Versatility 
Most Competitive Price 
Outstanding Value 


Introducing the newest addition 
to the L-CO Line, French Pro- 
vincial Cabinets using Genuine 
Cherry. The Provincial effect is 
a component part of the door and 
drawer and no mouldings are 
used. It has the luxurious furni- 
ture finish and yet is competitive- 
ly priced. Definitely something 
different and striking. 


Wri‘e for catalog F-21 
Excellent Franchises 
Available 


CABINET CORPORATION 
SHAMOKIN, PA. 





No. 4-L 
SINGLE SURFACER 


Just dial the '‘mike’’ for 
INSTANT PLANER ADJUSTMENTS 


Micrometer Adjustment Control of Buss wedge bed 
planers iets you plane faster, cleaner and more 
accurately. Just dial the .001” graduated 

micrometer to accurately adjust lower rolls 

for rough and finish cuts. Settings can be made 

even while planer is running. Sectional feed 

rolls, chip breakers and four driven rolls 

offer anti-kick-back operation. Built-in Faec'Sios 
knife grinder, variable speed. Sizes 24”, 26”, 

30” x 8”. Write for Bulletin #61. BUSS 


Ao e 
PLANER SPECIALISTS SINCE 1862 *pQn& 


BUSS MACHINE WORKS, INC. 


A Subsidiary of Greenlee Bros. & Co., 
238 EIGHTH STREET EX 2-234] HOLLAND, MICHIGAN 
Circle No. 47 on Handy Cover Card 
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MULTIPLEX Display Panels 
make your selling job easier 


You can display panelling, wallboard, siding, trim, flooring, etc., 
on Multiplex Swinging-wing Panels. Items should be properly 
identified as to sizes, prices, practical uses, etc. 

Our catalog has complete information on how-to-use Multiplex 
—plus construction features, prices, etc. Clip this ad to your 
letterhead or billhead, and mail for your copy today. 


Dept. EMY |, Warne & Carter Sts. ° St. Louis 7, Missouri 
Circle No. 48 on Handy Cover Card 
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Chis 


Dealer examples of cabin and sec- 
ond-home merchandising were pub- 
lished in the April 10, 1961 issue of 
BMM. The following letters tell oth- 
er dealer experiences in this market. 


‘DFPA Leads the Way’ 


To the Editor: 

While I do not have an accurate 
count of the second homes for which 
we have furnished materials, it has 
been and is a most satisfactory seg- 
ment of our business. 

We feel that the Douglas Fir Ply- 
wood Assn. is doing an excellent job 
of merchandising the second home, 
and if other like-associations will fol- 
low the lead they are establishing we 
will ultimately see the second home in 
a large measure replace the automo- 
bile as a status symbol for the suc- 
cessful individual. 

Most of the cabins in our area are 
financed through a local building and 
loan association. Our average sale of 
this package amounts to approximately 
$1,500. In our particular area more 
lumber than plywood is used in the 
construction of this type building. We 
feel that our geographical location 
accounts for this. 

Our experience is that this type of 
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sale is a good package for the lum- 
ber dealer. The only item of incon- 
venience we have experienced so far 
is the greater-than-usual distance re- 
quired to make delivery to the build- 
ing site. 

You men representing the trade 
press have done an outstanding job in 
supporting the second home market as 
well as the other phases of home con- 
struction and improvement markets. 
We, in our company, are grateful to 
you for your excellent work.—Wel- 
don Walker, president, Walker-Kurth 
Lumber Co., Houston 21. 


Looks for Great Year 


To the Editor: 

We have been selling leisure homes 
for about 15 to 20 years. One of our 
yards in a resort area sells up to 100 
cabins a year, while another sells 
about 40. 

One of our cabin packages is priced 
around $600, but sale price is always 
more than that because people keep 
adding on to them. Average price of 
materials ranges from $1,500 to $2,- 
500. 

We use quite a bit of plywood in 
our cabins, especially in floors and 
roofs. The market looks better than 





OF DURABLE 
ACRYLIC PLASTIC 


FOR THE SUCCESSFUL BUSINESS LOOK! 


What Does Your Business Front Say About Your Company... 


Your Products ... Your Service? The sign on your building is 
your “‘business card” to potential customers. No matter what you 


make or sell—a good front is an important business asset . . 


. and 


Plasticles Sign Letters give your business distinctive, personalized 
identification that will be looked up to and remembered. 


The Right Sign is Important—Choose sign letters that beautify 
your building . . . that add prestige to your business. Plasticles Cor- 
poration manufactures a wide variety of designs and color combi- 


nations to choose from. 


Send Coupon for 
Wustrated Bulletin 
Find out how you can identify your 


PLASTICLES CORPORATION 
14586 SCHAEFER ROAD - 
Mail Illustrated Sign Bulletin to... 


DETROIT 27, MICH. 


business with colorful Plasticles 
Sign Letters. Guaranteed not to 
fade, chip or crack. Get complete 
information on “what to look for 
when buying sign letters.” 


Name 





Address. 





City Zone State. nen 





- 
| 
| 
! 
| 
! 
! 
| 


km me mem me REPRESENTATIVES IN PRINCIPAL CITIES —— =e and 
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ever and I firmly believe this should 
be one of the outstanding years in 
leisure home building. 

We have noticed that people are 
going in for bigger and bigger cabins 
and are making them more elaborate. 
This doesn’t coincide with the rest of 
our business—Hugh S. Robertson, 
vice president, Robertson Lumber Co., 
Grand Forks, N. D. 


Sells Engineered Packages 


To the Editor: 

We have two engineered leisure 
homes with walls, floors, roofs and 
carports made of plywood. Wall pan- 
els come in lengths up to 8’, roofs 
in 4x14’ sections and floors in 
4’x12’ sections. 

We panelized the cabins because we 
felt that many cabins would be built 
by weekend carpenters. We thought 
they should be as simple to put up as 
we could make them. We make all 
components in our own plant. 

At the present time we have NO 
water around our city near which cab- 
ins can be erected. Because of this, 
few people have cabin sites. However, 
within two years we will be sur- 
rounded by water and cabin sites will 
be numerous. The market looks some- 
what better for 1961 because a little 
land is gradually being sold on lake- 
fronts, although the lakes are not fill- 
ing as yet. 

We have sold five cabins in the last 
three months. Surprisingly enough, 
these simple cabins have been selling 
for inexpensive homes. A _ 24’x28’ 
two-bedroom cabin can be completely 
finished for about $7,500. The shell 
for this particular house runs about 
$2,000. 

These year-round homes were fi- 
nanced conventionally because they 
were all put up within our city limits. 
Later, we hope to have cabins fi- 
nanced either through ABC or Uni- 
versal-CIT. We already have set up 
the program with ABC and as soon 
as the local CIT office gets the go- 
ahead, we will make a deal with them. 
—Wayne Whelan, president, Whe- 
lan’s, Inc., Topeka, Kan. 


Expects to Sell 50 Cabins 


To the Editor: 

We have been selling leisure homes 
for three years now. Last year we 
sold 30, this year expect to move 
about 50 cabin packages. Sales look 
better than ever this year, even though 
there is more competition for the 
business. 

Walls and roof of our cabins are 
made of plywood. This makes the 
leisure homes easy to handle and fast 
to build. Total price of materials runs 
about $700 and we like the cash sales, 
paid on delivery. 

I think package selling is the best 
deal for the retail lumber dealer. This 
year we also plan to offer a plywood 
“camper” for erection on pickup 
trucks and greenhouses made of red- 
wood and plastic film. In this busi- 

(Continued on page 90) 


May 8, 1961, BUILDING MATERIALS MERCHANDISER (Americon Lumberman) 





PROVEN FAST- SELLERS IN 
Chain and Department Stores will make 


BIG DOLLAR PROFITS 
for YOU! 


Lowest: Freed [echkaged 
AWNINGS - CANOPIES 
CARPORTS 


roy AeLL Om Sigh / and HERE'S WHY: 


@ Made for “Do-it-Yourself” Trade . . . strictly Over-the-Counter 
(You don't get into any installation work) 
Illustrated Instructions in each Package — with All Hardware 
All Metal Construction — they Look Beautiful, and they're Built to LAST! 
Decorative Side Scrolls give Expensive Deluxe Look. 
Exclusive Pressurecoat Finish — Thermo-Set Plastic Enamel applied under 
pressure .. . gives finest finish science can produce. This Tough Finish 
withstands extremes of temperature, stays Bright, Shiny and New-Looking 
— won't chip, crack or peel 


M ALL 
DRESSED UP, 
END STAMPED 
AND WAXED. 


SOHHHEHESSETESOSEEOO SOLES 
eeeseeerseeessesesesseoseee 


Seeceeseeseseesesel eeoceseseeeess 


WINDOW AWNING 
$495 


Suggested Retail 
Price* 


additional steps to identify 
and protect all Brooks-Scanlon 
lumber that comes to you 
through rigid, quality controls. 
For unfaltering service, 





straight and mixed cars—Ponderosa $9800 
Pine, Douglas Fir, White Fir— 
the name is 


SG Gel 
Bere Price* 


B ROO K S = S CAN LO N PATIO- CARPORT (92” x 12 ft. Roof pictured) 


BEND, OREGON OTHER SIZES AVAILABLE 


*Price based on full dealer markup 


get all the Facts NOW... ‘cause Mirib i wae pod a 


the BIG Awning Seasons’ about to OPEN ] 
end for FREE Gales and splay Kit! 
ARRO METAL PRODUCTS CORP., 
Haskell, N. J. 


Circle No. 30 on Handy Cover Card Circle No. 50 on Handy Cover Card 
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How 


LOW-COST 


WALL PANELING 


with 


PRE-FINISHED IN 


SERIES 


SIMULATED BLONDE BIRCH, 
FROSTED BIRCH 
NATURAL BIRCH, 

CHERRY - WALNUT 





READY FOR INSTALLATION 


8'X12' WALL 


FOR AS un $25. 


VENEER & PLYWOOD Co 


‘BOX 252 EUGENE, OREGON 
soggnenns amg r 


SSR 
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ness you always have to think of 
something new.—Stan Beattie, presi- 
dent, Fife Lumber Co., Tacoma 22, 
Wash. 


‘Don’t Do as I Do... .’ 


To the Editor: 

I have a word of advice to offer 
any building materials dealer who is 
considering the merchandising of a 
leisure home package: 

Either divorce yourself from the 
daily operational responsibilities of 
running a lumber business for an ex- 
tended period, or assign the organi- 
zational job on a full-time basis to a 
strong-shouldered assistant who is pre- 
pared to live and breathe leisure-time 
homes. 

I speak from experience. Ever since 
last spring I have been doing exactly 
what I said not to do—trying to mix 
the two. However, the “legwork” is 
now completed and we launched a 
full sales program the first half of 
April. 

We are convinced that to success- 
fully merchandise a leisure-time home 
package, like any major modernizing 
package, the dealer must be in a po- 
sition to render a complete one-stop 
service. This includes planning, de- 
signing, financing, materials, labor 
and supervision. A weakness in any 
one of these six facets will drastically 
reduce the number of live prospects 
for the product—a leisure home.— 
T. G. Monk, president, Square Lum- 
ber & Supply Co., Inc., Bronx 61, 
Ns 2. 


Why Worry? 
To The Editor: 

Regarding your editorial on 40- 
year mortages, it doesn’t look much 
worse to me than the G. I. housing 
since World War II. 

Even back 10 and 15 years ago, a 
fellow would pay better than $30,000 
for a $16,000 house. 

What’s the worry? None of them 
will be standing anyway. I know—I 
got one of them!—John F. Miller, 
Jr., Lumber Buyer, Consumers Coop- 
erative, Kansas City, Mo. 


Readership 
To The Editor: 

We have some very nice com- 
ments on the ceramic tile article you 
had in your April 10th issue. 

We would like to have several 
hundred reprints of this article for di- 
rect mailing—Lumbermen’s Whole- 
sale Service Inc., Louisville, Ky. 


No Scramble 
To The Editor: 


You recently stated in New De- 
velopments that there is a “new com- 
petitive scramble between plywood 


and particle board producers.” To the 
best of our knowledge this is not 
true. 

The major producers of materials 
from the forest products industry 
market both a plywood and a particle 
board line of products. There is con- 
siderable competition among the man- 
ufacturers of particle board under- 
layments. 

We in the Silvatek Division (with 
three particle board plants) endorse 
the use of Weyerhaeuser 4-Square 
underlayment grade plywood 100%. 
However, when builders choose to go 
to a lower cost panel material we ag- 
gressively promote Versabord for use 
as floor underlayment. 

The problem in most cases is not 
whether or not the underlayment is 
plywood or particle board, but con- 
cerns the means of assembly of the 
other elements in the floor system— 
namely, the adhesives and the floor 
coverings.—Richard Jordan, Product 
Manager, Particle Board, Weyer- 
haeuser Co., Tacoma 1, Wash. 


Sales Formula 
To the Editor: 

I want you to know that as a sales- 
man of home improvement packages 
for Rock Island Lumber Co., I find 
your magazine tops in the business. 
My check for a personal 3-year sub- 
scription was sent last week as I want 
to be sure to have a copy available 
for my own use, at all times. 

I thought you might like to know 
that salesmen appreciate the job you 
are doing because it helps us to do a 
better selling job. Keep up the good 
work!—Francis J. McDonough, Cleve- 
land, Ohio. 





Flooring Prices Up 

NEw YorRK—A minimum 5% 
increase in the prices of lower grades 
of wood (oak) flooring goes into ef- 
fect May 15 by the E. L. Bruce Co. 
The announcement was made at the 
annual stockholders meeting of Em- 
pire National Corp., which owns over 
80% of E. L. Bruce. 

Edward M. Gilbert, president of 
Empire National and Chairman of the 
Executive Committee of Bruce, dis- 
closed that the 5% increase, which 
follows closely on the heels of 10 to 
15% increases within the past 60 
days, may be passed on to all other 
grades of flooring. 

Mr. Gilbert blamed restricted sup- 
plies of hardwood for the upward 
pressures on flooring prices. 


Price Reduction 

LANCASTER, Pa.—A five percent re- 
duction in the net wholesale price of 
%2-in. Armstrong Temlok sheathing 
has been announced by the Armstrong 
Cork Co. 


Deaths 


¢ Samuel R. Adamson, midwest di- 
vision manager, vice president and 
director for Miracle Adhesives Corp., 
at his home in Glenview, III. 
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¢ Weldon Walker of the Walker- 
Kurth Lumber Co., Houston, is the 
new president of Lumbermens Assn. 
of Texas. Lionel L. Campbell, Bruce 


Campbell & Son Lumber, Temple, is 


first vice president and M. C. Engel, 
M. C. Engel Building Materials, San 
Antonio, is second vice president. 


* Donald J. Feeney, manager of 
manufacturing for Diamond National 
Corp.’s New England Lumber Div., 
was elected president of the North- 
eastern Lumber Manufacturers Assn. 
during the group’s recent 29th annual 
meeting at Boston. 


* Charles E. Enyart has been named 
merchandise manager, dealer insula- 
tion board products, for the Celotex 
Corp. Enyart will be responsible for 
the development of merchandising pro- 
grams and techniques, and will assist 
in recommending and developing new 
insulation board products. 


* Emory Moore has been elected a 
vice president of Evans Products 
Co., Plymouth, Mich. 


* Don Burns, vice president of Ekco 
Products Co. and general manager of 
their Industrial and Builder Div., has 
taken over the presidency of Wash- 
ington Steel Products, Inc., Tacoma. 
He has named Sherwood Simpson as 
vice president and general manager 
of Washington Steel Products, a whol- 
ly-owned subsidiary of Ekco Products 
Co. 


¢ William H. O’Connor has _ been 
appointed to the position of national 
siding sales manager for Alum-A-Seal 
Manufacturing Co., Toledo. 


* Chan Sorenson of Glendive is the 
new president of the Montana Retail 
Lumbermen’s Assn., elected at the an- 
nual convention in April. Warren 
Koenig of Billings was elected presi- 
dent of the Montana Building Ma- 
terials Salesmen’s Assn. at the joint 
meeting with the lumbermen’s group. 


* Robert R. Porter, president and 
chairman of Keasbey & Mattison Co. 
has been elected president of the As- 
bestos-Cement Products Assn. Other 
officers elected were: vice president, 
William Feick, Jr., Flintkote Co.; 
treasurer, Fred K. Sweeney, Ruberoid 
Co.; assistant treasurer, A. L. Fowler, 
Johns-Manville Sales Corp. and sec- 
retary, N. B. Jackson. 


¢ John C. Hilker, Jr., Fort Wayne, is 
the new president of the Indiana Lum- 
ber and Builder's Supply Assn. Other 
officers for 1961 include Russell Com- 
mons, Richmond, first vice president 
and Ralph Manger, Anderson, second 
vice president. 
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¢ J. Philip Murphy has been appoint- 
ed president and director of Yuba 
Consolidated Industries, Inc., San 
Francisco. A former vice president, 
Murphy replaces John L. McGara. 


* C. Frederick Wheeler was ap- 
pointed marketing manager of Stanley 
Hardware, division of The Stanley 
Works, reporting directly to the gen- 
eral manager of the division. 


* L. J. Venard of Minneapolis was 


was named treasurer and Edward R. 
Murphy retained as managing direc- 
tor. 

named vice 


* Herb Johnston was 


president-sales of Ace Fastener Corp., 
Chicago subsidiary of Swingline, Inc. 


* James W. Benton has been appoint- 
ed director of marketing for Lifeguard 
Industries, Inc., Cincinnati. 


* Ralph Getzin has been named prod- 
uct manager of aluminum chain link 


elected to the presidency of Vermicu- 
lite Institute at its 20th annual meet- 


lite fence for Nichols 
ing in March. R. W. Sterrett, Chicago, Co., 


Davenport. 
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DENISTON “LEAD-SEAL”’ 
Metal Roofing Nails 


GALVANIZED FINISH ONLY 


LEAD SEAL—The only nail with lead just 
under the head and down the shank. When 
the nail is driven, the hole around the nail 
is plugged with lead and the break in the 
metal is completely covered, to form a perfect 
double seal. 


TRIPLE LOCK— The only nail that has a lock- 
ing bump. As the “bump’”’ is forced through 
the sheet, the sheet springs back over the 
bump—this effectively prevents the nail from 
working out. The nail, lead and sheet are 
solidly locked together. 


DRIVE SCREW SHANK—The on/y nail that is 
driven on the steel head. Drive screw shank 
makes the nail turn and hold like a screw. It 
holds with a powerful, unyielding grip. 
Threads are deep and sharp because they are 
formed after galvanizing. 


FREE LITERATURE 
Folders ‘‘Avoid Roof 
Leaks” and ‘‘How to use 
Deniston ‘Lead-Seal’ Roof- 
ing Nails’ sent free on 
request. 


Ring Shank Drive 


Screw Shank 


Accepted Standard of Quality for Over 34 Years 


£58 DER 


DENCO ran Head ieebi Roofing Nails 


6000 POUNDS OF PRESSURE is used 
to compress the lead cold, both over and 
under the steel head of the nail as 5 well as 
down theshank.Theleadforms , 

a perfect seal in the hole made 


by the nail. 


Heads will not 


“pop” off from expansion and 
contraction of roofing nor from 


Barbed 
Shank 


wind vibration. 


FREE FOLDER ON REQUEST 


BRIGHT OR GALVANIZED 


Price information available from your jobber or write direct. 


Shipped in 50 Ib. cartons. 


THE DENISTON COMPANY 





49th & South Western Avenue” « 


Chicago 9, Illinois 


iw CANADA: EASTERN STEEL PRODUCTS CO., LTD., PRESTON, ONTARIO 
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Why Building Materials Merchandiser Established the 
Building Materials Merchandiser Art Hood Scholarships. 

As editor of BUILDING MATERIALS MERCHANDISER 
(formerly American Lumberman), Art Hood set a new stand- 
ard in business and sales management training. In that capacity, 
he held 100 week-long management workshops for some 5,000 
dealers—nucleus of today’s most progressive merchandisers— 
between 1946 and 1960. 

The success of Art Hood's work led to the rise of the building 
materials merchandiser, the lumber and building materials 
dealer who initiates, controls and increases sales and profit 
through progressive, diversified merchandising of products and 
services in light construction. 

Changing the name of American Lumberman to BUILDING 
MATERIALS MERCHANDISER was the single, most power- 
ful way we could think of to promote the emergence today of 
the building materials merchandiser as a dominant force in the 
building industry. 

BBM management decided last year the dealer workshop 
program had proved a worthwhile industry contribution and 
should be expanded and perpetuated forever. Art Hood and 
Herbert A. Vance, publisher, agreed this could best be done 
under the aegis and with the resources of a great university. 
Last fali, BMM released all its dealer workshop study materials, 
previously published in the magazine, to Purdue University to 
set up its Building Industries Marketing Institute, with Art 
Hood as director. Of course, Art continues with BUILDING 
MATERIALS MERCHANDISER as consultant and contributor. 

BBM is proud to have established the workshop program 
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Building 
Materials 


MERCHANDISER 


FORMERLY AMERICAN LUMBERMAN 


proudly announces the 
Building Materials 
Merchandiser- 

ART HOOD 
SCHOLARSHIPS 

for Lumber and Building 
Materials Dealers for 
management training at the 
BUILDING INDUSTRIES 
MARKETING INSTITUTE 
of Purdue University 


originally and to have been able to have Art Hood direct it over 
the years, prouder still of being able now to organize it on a 
permanent basis under the guiding arm of Purdue University 
and have Art Hood as its director. 

To encourage its growth and center attention on its achieve- 
ments BMM has set up the ART HOOD SCHOLARSHIP 
COMPETITION. Two scholarships, one each semester, will be 
awarded by BUILDING MATERIALS MERCHANDISER. 


How to Enter The Competition for an Art Hood Scholarship 


1. In 500 words or less describe three merchandising or man- 
agement ideas your company has learned from BUILDING 
MATERIALS MERCHANDISER and how your company 
plans to apply (or has already applied) these ideas to your 
own operation. 

* For example, you may have read about the O'Connor Lum- 
ber Co. in the Januray 2 issue and how they service 50 
builders through precut and panelized home packages. This 
may have given you an idea to try precutting or assembling 
panels. Say so and tell how you plan to set this up for your 
company—or how you already have. 

* Here’s another example: You may have read about the 
Gallant Lumber Co. in the January 16 issue. In January, 
1959 their sales were less than $500,000 and steadily de- 
clining. Today, two years later, the firm has sales of over 
$1 million annually, balanced between builder and consumer 
business. Promotion ideas they used to do this may have 
given you some ideas. Write about them and how you're 
planning to adopt them for your own operation. 
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Send this 500 word-or-less statement on your company’s 
letterhead, signed by a corporate executive, to: 
THE BUILDING MATERIALS MERCHANDISER 
ART HOOD SCHOLARSHIP COMPETITION 
BUILDING MATERIALS MERCHANDISER 
59 EAST MONROE STREET 
CHICAGO 3, ILLINOIS 


3. A committee of dealer and Art Hood judges will select 


the winners. 


What the Art Hood Scholarship is Worth: 


A full tuition scholarship, amounting to $350.00 for five- 
weeks of management training. 


Rules of The Competition: 


l. 


The awards are made to the dealer company and consist of 
a check for $350.00 and an engraved plaque, designating 
this dealership appropriately as a MASTER BUILDING 
MATERIALS MERCHANDISER. 


. The first scholarship winner will be announced in the 


August 28 issue of BUILDING MATERIALS MERCHAN- 
DISER, for the September 5 - October 7, 1961 session. The 
winner will be notified by August 7 so he can make neces- 
sary prior arrangements. 


. There are two courses the company winning must enroll for, 


although one individual may attend both sessions or one 
individual from a company may attend one session, another 
individual from the same company may attend the second. 
These courses are: 

1. GENERAL MANAGEMENT SESSION (3 Days) 
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For general management only, covering financial ad- 
ministration, operational problems and _ personnel 
administration, treating all phases of retail manage- 
ment except sales management. 
. SALES MANAGEMENT SESSION (8 Days) 

For sales managers and department managers respon- 
sible for sales production, covering everything the sales 
manager has “to know” and “to be” to produce a satis- 
factory volume of profitable sales. 


. The scholarship covers tuition for both of the above sessions 


as well as full tuition for the following courses open to all 
sales personnel: 

1. Estimating session (51 days) 

2. Creative sales session (51 days) 

3. Product knowledge session (51% days) 


. A company winning may send one or two individuals to 
the general management and sales management courses, and 
either the same or different individuals to the three sales 


courses. 


. The scholarship covers all fees including texts (covering 


over 1,000 pages of lecture material), literature, working 
tools, class banquet, Certificate of Completion, cost of lecture 
sources, instruction materials, equipment, administration and 
examinations. The scholarship award does not include trans- 
portation, meals or lodging. 


. Deadline for the first Scholarship to be awarded for the 


September 5 - October 7, 1961 sessions: 
Entries must be postmarked no later than July 10. 





Classified 
Advertising 


Terms — Cash With Order 
Minimum Charge $7.50 


1 Time—30c per word for each insertion. 
Minimum charge of $1.50 per line. 


3 Times—25c¢ per word for each consecutive 
insertion. Minimum charge of $1.25 
per line. 


Add $1.75 per insertion for blind ads bearing 
box number. 
No agency commission or cash discount 
ullowed. 


All ads for classified section must be in Pub- 
lisher’s office 14 days preceding date of pub- 
lication. Advertisements are set in uniform 6 
point style. No cuts or special borders al- 
owed. Replies forwarded without additional 
charge. Count five words to a line and when 
less are specified or used, regular line rate is 
charged. When answering box numbers or 
mailing copy for ads address them to: 


BUILDING MATERIALS MERCHANDISER 
59 East Monroe St., Chicago 3, Ill. 
Phone Fi 6-7788 





HELP WANTED 








EXPERIENCED, well-seasoned man to de- 
velop and head Remodeling and Repair De- 
ent of leading Albuquerque retail lum- 
r yard. Job involves estimating, sales, 
supervision of work by local qualified in- 
dependent contractors. Salary based on ex- 
perience and qualifications, plus _ liberal 
commission based on alert, aggressive ac- 
tivity and results. Excellent working condi- 
tions, with outstanding firm. Man chosen 
should easily double our busines and be 
amply rewarded. If you feel your oppor- 
tunity is westward, let us hear from you! 
Send full background, with references and 
recent photo. All replies confidential. Box 
P-54, Building Materials Merchandiser. 





Assistant Manager Wanted 
Large retail yard. Must have minimum ex- 
perience three years as Manager or assistant 
manager. Also experience in contractor 
sales. Opportunity for advancement. Janss 
Lumber Company, 629 East Commercial, 
Springfield, Missouri. 





SALES PROMOTION POSITION 
available for an experienced man in the mid- 
west with a large well-established lumber 
manufacturer. Opportunity for an aggressive 
capable salesman who can build sales through 
effective promotion. Address Box P-51 Build- 
ing Materials Merchandiser. 





Assistant Manager opening in Mead Lumber 
Co. Yard at Fort Morgan, Colorado. Growing 
county seat town of 7,500 in large irrigated 
farming valley in dry land farm and ranch 
area of Northeastern Colorado. Unusually 
good salary and opportunity for above aver- 
age young man. Prefer young man in middle 
or late 20’s presently managing a small town 
yard. Write Emerson Mead, manager, Ft. 
Morgan. Interview can be arranged at gen- 
eral office in Columbus, Nebraska if more 
convenient. 
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SITUATIONS WANTED 





BUSINESS FOR SALE 














Architectural Millwork Estimator, Detailer 
and Biller, available at once. Address Box 
P-41 Building Materials Merchandiser. 





EXECUTIVE MANAGER—20 years successful 
experience in operation of jobbing plants 
distributing millwork, sash, doors, building 
materials. Wholesale operation dealing in 
carload shipments of lumber and plywood. 
Address Box P-45 Building Materials Mer- 
chandiser. 





Thoroughly experienced young Canadian 
Lumberman well versed in Canadian and 
American woods, millwork and construction 
supplies. Buying, sales and store management 
background. Presently employed by _ large 
firm, desires position, preference to South- 
Central States. Open to offer. Address Box 
P-50 Building Materials Merchandiser. 





MANAGER —for large volume hardware store 
or hardware department of building ma- 
terials concern. Over 20 years experience in 
all phases hardware, paint, roofing, siding, 
insulation, etc. Will relocate, prefer Conn, 
Mass, N. Y. State, Colorado or Florida. Ad- 
— Box P-48 Building Materials Merchan- 
iser. 





SALES REPRESENTATIVE 
WANTED 





MANUFACTURER’S REPRESENTATIVES 
CALLING ON BUILDING PRODUCT 
DISTRIBUTORS 
Baked Enamel Aluminum Rain Carrying 
Equipment offers good potential and excel- 
lent commissions for you. High quality prod- 
uct—10 colors—complete merchandising pro- 
weer including counter and wall displays. 
pecial introductory offer helps you open up 
distributors. Many territories open. Crown 
Aluminum Industries Corp., 5820 Centre Ave., 

Pittsburgh 6, Pa. 


Lumber yard, including large painting, 
plumbing and hardware business. Real op- 
portunity, owner retiring. Located in one of 
the fastest growing towns in midwest. Doing 
$150,000 annual business. Will inventory out 
and lease yard. Address Box P-49 Building 
Materials Merchandiser. 





BUSINESS OPPORTUNITIES 











Have lumber yard, dryshed and modern dry 
kilns. Interested in having furniture factory, 
dimension or flooring mill or both built on 
our yard. We will supply your lumber air 
dried or kiln dried to your requirements. 
Write J. M. Bachrach, Kenova Hardwood Co., 
Box 349, Kenova, W. Va. 


WOODWORKING PLANT, Lumber and 
Building Material. Owner Retiring. Liberal 
terms. 





ARTHUR KREBS & COMPANY 
2201 South Eighth St., Springfield, Illinois 


Great opportunity for lumberman. Due to 
fire which destroyed buildings of lumber 
yard, 30 years in same location, owner of 
retiring age will consider leasing property 
on busy highway. Address Box P-52 Build- 
ing Materials Merchandiser. 








DEALER SERVICES 











Write for information on Two Revised 
Courses for Beginners & Advanced Students 
—(1) Basic Drawing & Light Frame Con- 
struction; (2) Basic Lumber & Millwork 
Estimating. Emphasizes “taking off’’ material 
and labor quantities. Drawing instruments, 
forms, plans, tables and estimating rule furn- 
ished. Lessons submitted in weekly units, 
graded and returned with individual com- 


ment. 
PHINNEY O. LARSON 
TRAINING COURSES 

1596 Selby Ave. St. Paul 4, Minn. 





Well established hardware manufacturer 
with existing accounts needs more aggressive 
representation in two territories: (1) New 
England; (2) Md., D.C., Wa. Prefer man cal- 
ling on sash and door jobbers. Address Box 
P-46 Building Materials Merchandiser. 





BUSINESS FOR SALE 











For Sale: Iowa Lumberyard enjoying in- 
creasing annual volumn and unusually good 
profits. Address Box P-39 Building ate- 
rials Merchandiser. 





YARD FOR SALE 
Retail Lumber, hardware and coal yard in 
Northern Kentucky. Coal conveyors to dump 
truck. Good profitable yard. Been in business 
for 40 years. Will inventory. Address Box 
P-30 Building Materials Merchandiser. 


MACHINERY FOR SALE 








Four 3S Jay Bee Hammer Mills, 1 Centrifu- 
gal Reel, number of various size motors, 
starters, etc., fans, piping, elevators, and 
conveyors, all in good condition. 

FRANK MILLER & SONS, a 
13831 S. Emerald Ave., Chicago 27, Illinois 





MISCELLANEOUS FOR SALE 











1 Burroughs 7800 Four Register Bookkeeping 
Machine 
1 Burroughs 7800 Six Register Bookkeeping 
Machine 
2 Burroughs Billing Machines 
4 National Cash Register Sales Analysis Ma- 
chines 
EDWARD HINES LUMBER COMPANY 
2431 South Walcott, Chicago, Illinois 





FOR SALE 

Retail lumber yard and lumber store, in- 
cluding 2nd oor apartment, located in 
North-Central Ohio. Ample-covered lumber 
storage. Mill and equipment. Trucks. Office 
and equipment. Company is incorporated. 
Can finance, in } ae di ible buyer. Write 
care of Box P-27 Building Materials Mer- 
chandiser. 





SUCCESSFUL LUMBERYARD FOR SALE 
5.2 acres in south central St. Louis, Mo.; 4 
switch tracks off siding on main line of Mo. 
Pac. R. R.; 400-ft. frontage on main boule- 
vard; Now operating successful cash & carry 
retail store: 4 trucks and tractor. Zoned in- 
dustrial; ideal for component and prefab 
manufacturing; also available, 2 branch 
yards in St. uis County. Reason for sale; 
other interests. 

Address Box P-53 Building Materials Mer- 
chandiser. 





For Sale—Lumber yard and hardware, with 
large office and show room, located on seven 
acres of ground at edge of city, on main 
highway, in central Ohio. Owner will help 
finance. Address Box P-47 Building Materials 
Merchandiser. 


CARPENTERS APRONS 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO. 
119 North Fourth Street 
Minneapolis 1, Minn. 





Ponderosa Pine de Mexico 
Available 120 mbf 1 x 4 S4S 25/32 C & Btr 
(10%D) Soft textured Mexican Ponderosa 
Pine. Write American Representative, P. O. 
Box 88, Ft. Worth, Texas 





Casement Steel Windows (900) 
All New—All Sizes 
Some Hardware 
$4.50 each or $2500 entire Lot 
Reder, 2080 Front St., East Meadow, N. Y 





RAILS WANTED 








RAILS: New and Relaying. Bought and Sold. 
1000 Good Serviceable Kiln Trucks in stock. 
M. K. FRANK, 480 Lexington Ave., New 
York 17. 400 Park Bldg., Pittsburgh 22, Pa. 
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REDUCE delivery costs. 
UNLOAD a LOAD or HALF LOAD at a time 
with an 
R-B ROLL-OFF 
, truck body 


‘ Pay 


Sell +H FRAMES, TOO! 


Complete bodies shipped KD. Easily installed. 
Write, wire or phone for catalog and prices. 


The R-B Co. 


1921 Guinotte, Kansas City 20, Mo. 





when you sell 

pegboard and bulletin board 
BEAUTY-FRAMES the do-it-yourself 

framing kit 


Now when you sell pegboard for racks or bulletin 
board material you can sell the frames, too... 
and make an extra sale! Beauty-Frames go 
together quickly and simply by using exclusive 
“Mitre-Tite” metal fasteners. 
An attractive floor display 
helps you sell Beauty- 
Frames...ask your jobber 
about it. 
Write today for literature 
and additional informatian. 
Jobber inquiries invited. 


Maple Bros., Inc. 
527 West Putnam Drive, Whittier, California 


Circle No. 55 on Handy Cover Card 
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ALWAYS SELL GENUINE 


SCREW ANCHORS and JACK NUTS, 


Write for Free Literature 
MOLLY CORP., Reading, Pa. 
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ADVERTISERS’ INDEX 





Abitibi Corporation 

American Steel & Wire, Div. of 
. Steel 

Arrow Metal Products Corp. 


Barclay Mfg. Co., 
Brooks-Scanlon 

Brown & Co., George C. 
Brown Stove Works, Inc 
Buss Machine Works, Inc. ... 


Calbar, Inc. 
Carey Mfg. Co., The Philip 
Chevrolet Div. of General Motors ... 
Columbia-Geneva Steel Div. .......... 124-25 
— Products Corp., div. of 

Aluminum Co. of America 


DeWalt, Inc., Sub. of Black & Decker ..6, 
Deniston Co., The 
Duncan- Morris Co. 
Durham Co., Donald 
Dur-O-waL Div., 
Cedar Rapids Block Co. 


Feather-Lite Mfg. Co. 
Ford Div. of Ford Motor Co. 


Georgia-Pacific 
Griffin Co., G. W 


Hager & Sons Hinge Mfg. Co., C 

Hunter Douglas Aluminum Div., 
Bridgeport Brass Co. 

Insulation Board Institute 


oe 36 eee errr 85 
Jones Veneer & Plywood Co 


Keystone Steel & Wire Co. . 


L-CO Cabinet Corp. ye 
Libbey-Owens-Ford Glass Co. ... 
Living For Young Homemakers 


Mack Trucks, Inc. 

Maple Bros., Inc. 

Majestic Co., Inc. 

Masonite Corporation ..... 

Mauk Lbr. Co., The C. A. 

Mauk Seattle Lbr. Co. 

McLeete Co., The 

Molly Corporation Seaes 
Multiplex Display Fixture Co. 


National Gypsum Co. 
Newark Ladder & Bracket Co., 


Pacific Lbr. Co., 
Panel-Lift Door Corp. 
Plasticles Corp. 
Potlatch Forests, Inc. 


R-B Co., The 
Rosboro Lbr. Co. ... 


Security Alunminwm Co. 2... 5.6 2.0605 02000. 55 
Skil Corporation 

Spencer Kellogg and Sons, Inc., . 
ee eee ere 31 
Southwest Forest Industries, Inc. 


Tarter, Webster & Johnson, Inc. 

Tennessee Coal & Iron Div. 

Trinity White Cement 16 
PE OI, BIS a ies oils vw ivcdinvacews 72 


U. S. Gypsum 
U. S. Steel Export Co. 


Vancouver Plywood Company 
Virola Moulding Co. of America 


bi Ps ha 4 
West Coast Lumbermen’s Assn. .......... 67 
Wood Preserving Div. International 

PR GIG ink sk dc eme dew coe hoes dounonas 85 


Malta Moves Offices 


Malta Manufacturing Co. has 
moved its executive and sales offices 
to 120 Mill St., Gahanna, Ohio, a 
suburb of Columbus. Plant facilities 
remain in Malta, Ohio. 
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Celotex Name Change 

CuicaGo—The name of Celotex 
Sturdy-Wall insulating sheathing has 
been changed to Sturdy-Brace insulat- 
ing sheathing. The change was caused 
by a conflict with a similar name used 
in the building industry. 


Old Trademark Continues 
Under New Company Name 

LOUISVILLE, Ky.—A new compa- 
ny, Mengel Wood Industries, Inc., has 
been formed to operate the facilities 
of the old Mengel Co. which has been 
owned, since 1954, by Container 
Corp. of America. 

A group of former officials of 
Mengel Co., all of whom have been 
active in the operations under Con- 
tainer Corp. ownership, have pur- 
chased the wood products plants and 
facilities, and will operate the new 
company, effective May 1, continuing 
to use the familiar “Mengel Man” 
trademark. 

President of Mengel Wood Indus- 
tries, Inc., is Arthur M. King, former 
Mengel vice president. Executive vice 
president is C. Burt McKeehan, for- 
merly sales manager of the division. 
Roland B. Blackiston is vice president 
in charge of the kitchen cabinet di- 
vision, and Howard C. Soehner is 
vice president in charge of the door 
division. All employes of these two 
Mengel operations are being retained 
by the new corporation. 


95 





When a man breaks a date it’s because he has to. When a 
girl breaks a date it’s because she has two. 
om ~ ~ 


So he brought her home from the date and asked for just one 
good night kiss. 

“But I can’t kiss you here in the hall,” she replied. “Someone 
might see us and what would they think?” 

“Then let’s step into your room,” said he. 

“My room mate would resent that,” said she. 

“Oh, now,” coaxed he, “I’m sure your room mate wouldn’t 
mind my taking just one kiss.” 

“You’re wrong there,” said she. “He’s extremely jealous of 
me.” 

~ ” * 


To err is human but when the eraser wears out before the 
pencil, look out. 
x * * 


Leave your troubles on our doorstep. Stop worrying about 
material matters—at least about your stock of building mater- 
ials. That’s a matter for the MAUK Lumber Co. 

We’re professional full time worriers who ponder the prob- 
lem of providing the finest building materials for happy, care 
free retail dealers. You be one. Let MAUK be your source of 
lumber supply. We’ll make you materially happier. 

* * *” 


Simple Celia says her boy friend has been ambitious ever 
since he was knee high. 
cod * ” 


A young man, dining in a restaurant the other evening, went 
up to an elderly man and said, “Excuse me, but I’m sure I’ve 
met you somewhere.” 

“Yes,” said the elderly man, “it’s quite possible. I’ve been 
there often.” 

” * * 

In London a Siamese cat is discovered to have a solid gold 
tooth. We knew the stuff was slipping out of the country but 
this is ridiculous. 

* 7 * 

Do You Know What Dep’ts 

Do you know what progress is? When we have the plumb- 
ing inside and the kitchen outside. 

Do you know what old age is? When you stop asking what’s 
new and start saying, “Remember when?”. 

Do you know what MAUK is? The good old days and 
progress rolled into one. 


* * * 


MAUK Seattle Lumber Co. 


Seattle, Washington 
* * * 


The C. A. MAUK Lumber Co. 


Toledo, Ohio 


Circle No. 56 on Handy Cover Card 





New Literature 





Time-Saving Card—See Back Cover 


Truck Leasing. A new brochure lists the many advantages of 
Hertz truck leasing and fully details the many Hertz services 
available. For a copy of the pamphlet entitled “How to Get 
Out of the Truck Business and Back Into Your Own Business,” 
write to Hertz System, Inc., Dept. BMM, 660 Madison Ave., 
New York 21. 

Circle No. 221 on Handy Cover Card 


Colored Asbestos-Cement Sheets. New K&M KolorMate as- 
bestos-cement structural sheets are fully described in a full- 
color four-page folder. It lists all colors, thicknesses and sizes 
of the colored sheets and illustrates the styles in which they 
are available. Typical applications in the home, school and 
office are presented. Keasbey & Mattison Co., Dept. BMM, 
Ambler, Pa. 
Circle No. 222 on Handy Cover Card 


“Formica Bathrooms” is the title of a new booklet filled 

with decorating ideas. Five bathrooms are illustrated in full 

color, all with imaginative and practical applications of lam- 

inated plastic. For a free copy of the folder, write Formica 

Corp., Dept. BMM, 4614 Spring Grove Ave., Cincinnati 32. 
Circle No. 223 on Handy Cover Card 


Roofing. Ruberoid has issued two manuals in a series of 
eight Golden Key Manuals on roofing. Booklet No. 1 presents 
a general discussion of the reroofing market and its bright 
prospects for the future; booklet No. 2 is designed to improve 
the selling techniques of roofing salesmen. For copies of the 
manuals, write The Ruberoid Co., Dept. BMM, 500 Fifth 
Ave., New York 36. 
Circle No. 224 on Handy Cover Card 


Subfloor-Underlayment Panel. An eight-page booklet contains 
detailed design and installation data on 2.4.1 T&G, a new 
subfloor-underlayment panel that eliminates cross-blocking. 
Other uses for the 1%” fir plywood panel described in the 
free booklet include roof sheathing in beamed construction; 
heavy-duty flooring; computer platforms and concrete forms. 
Douglas Fir Plywood Assn., Dept. BMM, 1119 A St., Taco- 
ma 2, Wash. 
Circle No. 225 on Handy Cover Card 


Iico philippine mahogany products, including moldings, panel- 

ing, shelving, siding, bedrails, boards, door jambs, flooring, 

special patterns and standard grades, are fully reviewed in a 

new 12-page catalog. For a copy, write to Insular Lumber 

Sales Corp., Dept. BMM, 1405 Locust St., Philadelphia 2. 
Circle No. 226 on Handy Cover Card 


Fencing. A new booklet illustrates 20 ways to add privacy to 
yards with fences built of Masonite hardboard. It presents 
ideas on patio and perimeter walls, portable and stationary 
screens and a number of decorative fences. A free copy may 
be obtained by writing to Masonite Corp., Dept. BMM, 111 
W. Washington St., Chicago 2. 

Circle No. 227 on Handy Cover Card 


Bi-Fold Doors. A four-page brochure describes and illustrates 
the new Poly-Clad Plywall Bi-Fold door. Information on the 
hardware included with each door package along with complete 
installation instructions also is given. For a copy of the bro- 
chure, write to Plywall Products Co., Dept. BMM, P. O. 
Box 625, Fort Wayne, Ind. 

Circle No. 228 on Handy Cover Card 


Forest Products. A new six-page brochure describes hard- 
wood flooring, northern hardwoods and softwoods, hardwood 
trim and moldings. It details sizes available, grades and lay- 
ing methods. Uses for northern hard maple flooring are given 
along with illustrations of various types of installations. Ahon- 
en Lbr. Co., Dept. BMM, Oconto, Wis. 

Circle No. 229 on Handy Cover Card 


Waling, Bracing Recommendations. The best methods of waling 
and bracing its concrete forming system are described in a 
drawing offered free of charge by Symons. The recommenda- 
tions, contained in a 17” x 20” sheet, are suitable for hang- 
ing on a wall or may be folded for insert in a notebook. Write 
to Symons Clamp & Mfg. Co., Dept. BMM, 4249 W. Diver- 
sey, Chicago 39. 
Circle No. 230 on Handy Cover Card 
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Orftr your customers sash preglazed with Thermopane® 
insulating glass. Naturally, it’s more profitable to sell than 
single-glazed sash. 

Sash especially designed for GlasSeal® Thermopane, like 
the awning window above, are now available. And so are 
all other popular types . . . casement, double hung, sliding 

. in many well-known brands made by sash manufacturers. 

Home buyers want Thermopane. Builders find that it’s a 
big selling feature—especially when they put it in all windows 
in their houses. So make sure that when they order Thermo- 
pane, they get Thermopane and not just any double-glazed 
sash. They should look for the trade-mark lightly inscribed 
right on the glass. Smart builders point out this etch to 
merchandise their homes. 







® 


only by 





INSULATING 


GLASS 





Awning window by Wabash 











gut OR 4 REFUND 
eo * a> 
* Guaranteed by @ 
Good Housekeeping 
S ho cy 










‘A 
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Quality you can put 
your finger on. 
THERMOPANE has 
earned the coveted 
Good Housekeeping 
Guaranty Seal. 














Made in U.S.A. 
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